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‘Why Some Men Are Life Insurance Geniuses 


the “Men give me credit for some genius. All the genius I have lies in this 


ny , . ° . 
~ When | have a subject in hand, 1 study it profoundly. Day and night it is 
before me. 1 explore it in all its bearings. My mind becomes pervaded with 
it. Then the effort which I have made is what people are pleased to call the 
Me fruit of genius. It is the fruit of labor and thought.”’—Alexander Hamilton 
nt 
ire 
e- : ° + 
is _ it is not surprising to note that the geniuses policy provisions and who can use full and complete 
~~ of life insurance are the best customers for the explanations of successful selling plans of big pro 
ks various life insurance publications of The National ducers. 
re . . 7 . 
Underwriter Company, the largest life insurance pub bt —e 
: : ; xy the book publications are Jacksons Iasy 
lishers in the world. Among the book | hg myess ae 
Lessons in Life Insurance, Anderson’s Selling Points 
x- . “o reese ’ . — 
cls ; . . : -d and Dr. William Muhlberg’s The Medical 
r- The National Underwriter Company and its as- ‘ lassife Awe he , B 
to . 1 . “t : Side of Fiel ork. 
ed sociate, the Rough Notes Company, publish two period- 
icals—The National Underwriter Life Insurance Edi : a 
. “a lhe Insurance Salesman’s Inheritance Tax Sched 
tion, a weekly newspaper and magazine of insurance, : , CAS 
: . ‘ * wles are just what the name implies and are corrected 
? and the Insurance Salesman, a monthly magazine of i a 
if : , ' up to Jan. 1 of this year. 
. comment and salesmanship. : 
. For bookkeeping and the handling of memoranda 
There are two annual publications of life insur the National Underwriter Company manufactures The 
. ance data—The Unique Manual Digest, which con Life Policvholders’ Schedule and Record, used by 
i= . e 
n tains more information regarding companies, their agents to give their clients an exact statement of thet 
p ee ° ° . . . 
x policies, rates, dividends, values and practices than jnsurance: the Salesman’s Personal Bookkeeping Sys 
. any other manual, and the Little Gem Life Chart, a tem; The Salesman’s Pocket Bookkeeper ; and the Sys- 


vest pocket book of policies, rates, dividends, values 


and financial statements. 


The Diamond Life Bulletin is a service for gen 
eral agents and big producers who need in their files 
complete data regarding values, rates, dividends and 


tematic Salesmanship Outfit 


\ll of these publications are for the men who 
wish to study life insurance profoundly, who wish to 
keep their minds pervaded with the subject, who are 


or wish to be life insurance geniuses 
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OVER $48,000,000.00 INSURANCE IN FORCE 
You Are Working for Com 
Providing Real 


If totally disabled, the company waives payment of premiums and 
disability continues. _ If accidentally killed the company pays family double 
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Twenty-Fourth Year No. 35 


agency departments of life compa- 

nies, have shown a great deal of 
interest in the various educational 
plans that have come into existence 
during recent years. Companies have 
begun to realize that more modern 
ideas for training new and young men 
must be adopted. Various schemes 
have been tried out. Numerous com- 
panies are now using educational 
courses. Some are having home office 
classes that the prospective agent must 
attend for a period of several weeks. 
Others have correspondence courses. 
Two or three companies are sending 
agency instructors about the country 
from one city to another, conducting 
educational classes. The trend of the 
times is toward more complete in- 
struction for new men. The old idea 
of handing a likely looking man a rate 
book and telling him that everybedy 
is a prospect, is so far out of date that 
even the most incompetent general 
agent realizes today that it is produc- 
tive of no results and spoils new men 
instead of making good producers out 
of them. 


What Has Been Learned 

From Various Plans? 

What has been learned out of all of 
the new plans that have been tried out? 
What does the new agent need most? 
How long should the new man be 
trained? When should the instruction 
work stop and the agent cut loose, cast 
on his own resources and be made to 
stand on his own feet? When should 
the training process stop and practical 
selling work commence? How long 
should the general agent figure that he 
should spend in training new agents? 
In other words, what is there of a prac- 
tical nature that has been learned from 
all of these educational plans? How 
do the schemes work? 


Agency Instruction Was 

Not Success 

The head of one of the big life agen- 
cies of the country, who had tried out 
the plan of having an instructor in the 
office, devoting his entire time to the 
training of new agents, said regarding 
the plan, “Our plan of having an 
agency instructor holding daily classes 
and training groups of new men was 
not a success. Perhaps our instructor 
did not use the best judgment in the 
world, but the net result of the plan 
was that the men hung around the of- 
fice for instruction all the time and 
did not get out and do practical work. 
They wanted instruction instead of 
work, They seemed to like to sit 
around and be told about the life in- 
surance business. They did not mix 
Practical selling experience with in- 
struction and as a consequence forgot 
half of what they learned. What an 
agency needs, it seems to me, is an 
advisor or statistician, instead of a full 
time instructor. I believe that the 


"T sqeocy having direct charge of the 





tendency today is toward too much 
theoretical hot air in the life insurance 
Our company is trying to 


business. 
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get away from that sort of thing as 
much as possible. The only way that 
a new man can learn to sell life in- 
surance is to go out and talk it. The 
only way he can learn what the objec- 
tions are is to go out and hear them 
given. 


Should Not See Best 
Prospects First 


I take the position that the new man 
should not select his best prospects 
at the start, but should try to sell life 
insurance to almost anyone until he is 
able to give a good selling talk. That 
is, he should not ruin his good pros- 
pects early in the game when he is not 
equipped to talk life insurance intelli- 
gently. The thing for the new man to 
do is to start to work on a list of pros- 
pects. Perhaps he will get stuck in 
talking to the second or third man. If 
so, let him come back to the agency 
advisor or statistician and get help. 
Let him tell what he has said to the 
prospect and what the prospect has 
said to him and the man in the office 
can bolster up his case. There are only 
objections to taking out life insurance, 
not reasons why life insurance should 
be taken out. That is, there is abso- 
lutely no reason in the world why any 
man should not carry life insurance, so 
that anything that a prospect says in 
defense of his not taking out life insur- 
ance is merely an excuse and can be 
brushed aside and beaten down by the 
experienced life insurance man. The 
new agent needs to know the answers 
to these stock objections and excuses. 
The veteran life insurance salesman is 
never stumped, for no prospect can say 
anything that is a valid reason for not 
taking out life insurance. 


Must Be Taught 

Buying Motives 

I believe that there is considerable 
time being wasted in certain forms of 
so-called higher life insurance educa- 
tion today. Here is the situation now: 
The country is full of people who will 
buy life insurance, if a life insurance 
man can get to them and give them 
the right kind of talk. They only have 
to be talked to to be sold. There are, 
of course, many who are opposed to 
life insurance, do not believe in it, and 
refuse to be convinced. Why should 
the life insurance agent waste time on 
such people today when the country is 
full of other prospects who will buy 
almost on the first interview? After 
all, there are only a few reasons why 
men buy life insurance. The new man 
needs to understand these buying mo- 
tives. He needs to be made to see the 
main or underlying reasons why men 
are moved to invest in life insurance. 
This is the principal instruction that 
should be given to the new agent. 
When he understands this he has the 
foundation and the rest will come nat- 
urally with experience. For instance, 
we have a general agent now who after 
he gives a new man a couple of days 
of instruction, tells him, “All you need 
to know to sell life insurance today is 
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now the dollar is worth 
Anybody that you meet 

Everyone is painfully 
aware of it. Now then, if you find a 
prospect who had enough insurance 
three or four or five years ago, he is 
underinsured today. That is all there 
is to it. He may have had enough in- 
surance when he bought his present 
policies, but right now he has only half 
of what he should have. It does not 
make any difference what he may have 
thought about the amount of insurance 
he was buying when he invested a few 
years ago. The fact remains that the 
purchasing power of the dollar has 
heen cut in two and in the process his 
life insurance has been cut in two. This 
is a cold fact that any reasonable man 
must recognize. It does not have to 
be argued. Carry that idea in your 
mind and use it as your main argument 
to the prospects that you meet. 


Needs Confidence 
Most of All 


What the new man must get from 
the general agent who trains him in 


that right 
only 50 cents. 
will admit this. 


life insurance work is an unbounded 
confidence in what he has to sell. The 
new man who has stage fright, who 


hesitates to call on prospects, who goes 
right up to the door and then backs 
away, who feels relieved when he finds 
that a prospect is out, and is generally 
hesitant about tackling new cases, can- 
not sell much business until he has a 
change of attitude. He does not be- 
lieve himself that what he has to sell 
is needed by the man that he wants to 
sell it to. When an agent can walk 
into a prospect’s office with the convic- 
tion that the man he is going to talk 
to absolutely needs what he has to sell 
and that it only requires the proper 
argument to consummate the sale, he 
is going to do business, because no ob- 
jection the prospect can put up will 
floor him or weaken his faith in what 
he has to sell. 


Must Make Prospect 

See His Needs 

In our office we work with a new 
man until he can begin to realize the 
life insurance needs of prospects from 
their standpoint. This can be best 
illustrated in this way: A man buys 
a suit of clothes when he needs it. 
That is, he looks at his suit, sees that 
it is shabby, is wearing out and will 
soon have to be discarded. He knows 
that he needs a new suit of clothes. 
Nobody has to tell him about it. It 
is not necessary for a clothing sales- 
man to come into his office and call 
his attention to it. He is perfectly con- 
scious of the fact that he needs a new 
suit of clothes and so he goes out and 
buys one. This is not the case at all 
with life insurance. It is almost im- 
possible for the average man to get a 
real picture of his life insurance needs. 
The only time a man needs life insur- 
ance is when he is going to die. When 
a man is stretched out on his death bed 
and the doctor is making the last call, 
he needs life insurance, because he is 
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How to Give the New Man What He Needs Most 


OPINIONS AND IDEAS OF AGENCY MEN ON HOW LONG NEW MEN SHOULD BE TRAINED 


AND WHAT ARE THE MOST IMPORTANT THINGS FOR THE RECRUIT TO LEARN 


going to die and the next day his fam- 
ily will find themselves cut off from 
the income that he has been providing. 
But the man who is making a good 
salary, is healthy and prosperous, has 
made some good investments and 
seems to be progressing in the world, 
feels that he is far away from such a 
situation. His actual needs of life in- 
surance seem rather distant and re- 
mote. 


Should Argue Case from 

Prospect’s Standpoint 

It is up to the life insurance sales- 
man to make prospects anticipate their 
life insurance wants. The man who sits 
back with a smug smile on his face, and 
tells the life insurance salesman that 
the thousand dollar life insurance 
policy that he carries is enough, in 
spite of the fact that he has three chil- 
dren, must be taken seriously. The 
policy, of course, would just about pay 
funeral expenses and perhaps leave a 
few hundred dollars over that would 
take care of the family needs for a 
couple of months after his death, but 
the life insurance salesman must be- 
lieve that the man is sincere in his at- 
titude. Most men do not want to do 
an injustice to their families, do not 
want to leave them in distress and with- 
out adequate provision for the future, 
but they simply do not understand or 
have never stopped to seriously con- 
sider what adequate life insurance pro- 
tection is. So the life insurance sales- 
man must argue from the prospect’s 
viewpoint, not from his own. When 
he can learn to do this, he is beginning 
to develop into a real life insurance 
salesman. 


Review of Progress 

Once a Week 

In our office I go over the whole 
situation with every man once a week. 
I talk over his cases with him and find 
out what he is doing and how he is 
doing it. I take up each case sepa- 
rately and find out what he said to 
the prospect and what the prospect said 
to him. I go over the various inter- 
views and make the salesman tell me 
just what he told the prospect, and 
then I tell him what I would have told 
the prospect had I been handling the 
case. I have him tell me what he 
thinks of his job, what he likes about 
it and what he doesn’t like about it, 
and try to get to the bottom of things 
with him. I try to get his viewpoint 
and to reach the seat of his troubles 
I find that we have to do this for an 
entire year with a new man. We must 
not let him get away from us. By that 
I mean, that it is up to the general 
agent to keep in close touch with his 
men so that he does not lose their 
way of looking at things. The general 
agent must not drift away from his 
men. 


Value of Quick Thinking 

in Selling 

As a general proposition, I would 
say that a life insurance man is no 
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2 
good until he can think as he goes— 
until he can think on his feet. e life 


insurance man who reaches the point 
where he can be oblivious of his sur- 
roundings cannot be influenced by dis- 
turbing conditions in the office of the 
rospect to whom he is talking, has 
Seaseee a life insurance salesman of 
the highest type. He can create and 
mould his case as he goes along, and 
has become so absorbed in his subject 
that he can think it and talk it under 
almost any circumstances. A _ sales- 
man who expects to make good in the 
life insurance business must go thus 
deeply into it. The salesman who does 
not has not mastered himself and quite 
naturally cannot master his prospects, 
until he reaches this stage. His 
thoughts and words must flow freely.” 
Advocates Prepared in Advance 

Selling Talk 

A general agent who has a rather 
marked success in bringing into the 
business all types of men said in re- 
gard to training recruits: “A new man 
should first of all learn a pat or pre- 
pared selling talk. In fact, I think this 
is the only way to start off a new man. 
It gives him something to work with 
at once, and he does not have to spar 
around with prospects and go through 
the painful precess of learning how to 
sell life insurance by being buffeted 
around from one prospect to the other, 
without a very definite idea of what it 
is all about. If the new man has mas- 
tered a selling talk, he can meet all 
prospects with a confidence that he has 
something to say that they will listen 
to. If he is talking to a wealthy man, 
he can present the ordinary life con- 
tract to meet inheritance taxes. If he 
is talking to a man with a limited sal- 
ary he can stress the fact that he has 
for sale a policy that can be handled 
with easy payments. If he is interview- 
ing a small storekeeper with children 
whose income fluctuates from month 
to month, who earns a good living one 
month and not very much the next 
month, and who cannot cut his cloth as 
he goes along, he can emphasize the 
monthly income contract. The man 
with the prepared selling talk has 
something to say to everyone that he 
meets and he can present it with an 
economy of detail. The talk should, 
of course, be varied to suit the indi- 
vidual needs, but the big point is that 
if the new man can go out and say 
something definite and interesting to 
every prospect that he meets he does 
not appear to be a novice or amateur 
and can get some place.” 


ae New Men in 
Small Towns 


An agency superintendent connected 
with a company doing business almost 
exclusively in the smaller towns and on 
the farms said: “We find that after 
locating a man to represent us in a 
small town, the best plan is to spend 
a day and a half going over the various 
policy forms, telling the agent how to 
fill out the different blanks, how to 
arrange for medical examinations, etc. 
About the same amount of time should 
be spent in seeing prospects and clos- 
ing the new man’s best cases. Then 
it is the best idea to leave him to him- 
self for a couple of weeks and come 
back and go over the cases that he has 
been working on in the meantime. The 
new agent remembers his interviews 
rather vividly. The thing is new to 
him and each case stands out in his 
mind. I find that I can go over with 
the new man, the various prospects 
that he has called on, find out what he 
has said, what they have said, what 
their circumstances are, and why they 
turned him down. Out of an accumula- 
tion of two weeks I can pick out five 
or six cases that can be absolutely 
closed, and proceed to take the agent 
over with me and close them. By go- 


ing with me, the agent can see where 
he fell down, what arguments he failed 
to use, why the objection offered by 
the prospect did not amount to any- 
thing and how it can be easily an- 
swered. Visits of this kind should be 
repeated five or six times at intervals 











FACILITATING ISSUANCE OF POLICIES 
Ways In Which Agents Can Help Brought Out At Equitable of Iowa Meeting 








augmented by the bad postal serv- 

ice makes it more pertinent than 
ever that the agent should do his share 
in facilitating the issuance of business. 
Ways in which the agent can help 
were brought out at the recent meet- 
ing of the Agents’ Association of the 
Equitable of Iowa as follows: 

Name Plainly Written—The agent 
should never fail to remember the im- 
portance of writing the name plainly, 
and by having the applicant’s full name 
signed to the application. A good 
many complications arise from badly 
written names that even home office 
handwriting experts can not make out. 

Occupation—In every case a frank, 
concise statement of the applicant’s 
occupation should be given. Much 
time is lost trying to make sure on this 
item by correspondence. 

* * 


Suen delivery of policies greatly 


Age—The insurance age of the appli- 
cant should be accurately computed. 
Often an application will come in on 
which the date of birth and the stated 
insurance age do not agree. This nec- 
essarily results in considerable loss of 
time. 

_ Residence—If your prospect is mov- 
ing out of the territory in which the 
policy is written, be sure to give his 
residence at the time of writing. An 
instance is cited of a man who was go- 
ing to move to San Francisco. The 
agent, writing the policy in a mid- 
western state, but knowing that the ap- 
plicant was going to reside in the far 
West, put down his residence as Cali- 
fornia. When the application came 
into the home office the company sent 
to San Francisco for a report on the 
prospect. The San Francisco inspec- 
tors searched the dope on the man for 
nine days, and then definitely estab- 
lished that he did not and had never 
lived in that city. They then notified 
the home office by mail and now, two 
weeks after the application was sent in, 
the company had to write back to the 
agent and start all over again. 
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Exact Answer to “Have You Ever 
Been Refused Insurance”’—Often a 
man who can pass a good physical ex- 
amination looks so healthy to the agent 


that the latter will write “no” in answer 
to the question as to whether or not 
he has ever been refused life insurance. 
But sometimes his guess is wrong, and 
when the home office goes to its com- 
plete files and finds a record showing 
that the man has been turned down 
previously, it brands the applicant a 
liar and makes every other statement 
in the application look doubtful, for the 
man ,.who will lie on one count can 
not be depended upon on any other. 

Remarks on Back of Application— 
The comment on the back of the appli- 
cation concerning the applicant’s finan- 
cial standing, etc., should always be the 
agent’s own thought and be written in 
the agent’s own handwriting. It looks 
bad to see the remarks written in one 
handwriting and the agent’s signature 
—in another style of writing—written 
on below. It looks as if the company 
did not have a representative that it 
could count on in that territory. 

* * * 


_ Known Medical Examiners—It is all 
important that the agent use examiners 
known and recommended by the com- 
pany whenever possible. A great deal 
of delay and other trouble is caused by 
medical reports of unknown examiners. 
The personal equation enters strongly 
here. The company knows certain ex- 
aminers. The medical department can 
read their reports and tell at a glance 
just how the applicant rates. They 
know on what points the examiner is 
apt to be too conservative. They know 
where he is apt to be too lenient. The 
same report from a known examiner 
will call for immediate issuance of the 
business where from an unknown 
physician further investigation would 
be necessary before the business could 
be put upon the books. 

_ In all the points above mentioned it 
is clear that uncertainty is the thing 
that is to be avoided. Uncertainty 
means delay. A little care on the part 
of the man in the field can eliminate 
most of this element, and its elimina- 
tion means quick delivery. Speedy is- 
suance of business is one of the most 
important factors in service to the pol- 
icyholder, He is started off as a 
booster if the policy comes to him 
quickly. 








of two weeks, and if the agent is not 
able to stand on his own feet at the 
end of about three months, he is never 
going to make good in the life insur- 
ance business, 


Try to Make An Agent 
Feel Independent 


“We find that the trick is to be able 
to take away this assistance from the 
new man without having him feel that 
he has been cast adrift and left abso- 
lutely to himself. A great many men 
are inclined to lean on the home office 
or general agent very heavily for sup- 
port. Whenever they get up against 
it, they send up a cry for help. We 
gradually try to break them of this 
habit, and to make them think out their 
own problems. This has to be accom- 
plished gradually, but as soon as an 
agent shows signs of delivering the 
goods, the general agent should make 
an effort to gradually draw away from 
him and to reduce the number of visits 
to his town. The agent with the right 
kind of stuff in him always develops 
best alone.” 





Metropolitan Increases Holdings 


The already very extensive real es- 
tate holdings of the Metropolitan Life 
in New York City have been further 
increased through the acquirement of 
title by the company of the 19-story 
Washington Life building at 141 
Broadway and the 16-story St. James 
building, Broadway and 26th street. 








The former structure was erected by 
the old Washington Life, and when the 
company was purchased by the Pitts- 
burgh Life & Trust, its ownership 
passed to the latter concern. The 
Pittsburgh Life & Trust likewise 
owned for a time the desirable St. 
James building, securing it through 
purchase from the Security Life & 
Trust, the business of which was re- 
insured by the Pittsburgh corporation. 
When the Pittsburgh Life & Trust was 
sold to a party of speculators and fell 
into difficulties, its business was taken 
over by the Metropolitan Life, hence 
the transfer of the two properties above 
referred to follows as a logical conse- 
quence of the reinsurance arrangement. 
For their part in the attempted looting 
of the Pittsburgh Life & Trust, two 
of the purchasers of the corporation are 
now serving sentence in the Pennsyl- 
vania penitentiary. 


Plans Meeting in Memphis 

Bolling Sibley, general agent of the 
Penn Mutual Life, at Memphis, Tenn., 
has arranged for a gathering of the 
representatives of his office in Ten- 
sessee, Alabama and Mississippi, to be 
held at Memphis October 21-22. It is 
planned to have a number of the com- 
pany’s officials on from Philadelphia. 
The program for the convention will 
be arranged entirely by the field men, 
for whose particular benefit the gath- 
ering will be held. 





HAD GREAT MEETING 


GUARDIAN RALLY PROFITABLE 
Agents Get Valuable Working Sugges- 
tions from Convention 
in New York 





NEW YORK, Aug. 24.—That 
agents of the Guardian Life had an 
enjoyable time of it at their third an- 
nual gathering here last week goes 
without saying, the entertainment pro- 
gram provided by the company’s 
management leaving nothing to be de- 
sired. Equally true is it that the vis- 
itors had a profitable time, and left 
for their respective homes with a 
keener appreciation of the great insti- 
tution of life insurance, and of the par- 
ticular merits of the Guardian Life, 
than they had ever felt before. From 
the initial session, Wednesday morn- 
ing, until the adjournment of the gath- 
ering of managers, Saturday afternoon, 
the conferences went forward with a 
vigor that was truly inspiring. Formal- 
ity was strictly taboo. Every man or 
woman who had a message to convey 
or a question to ask was free to deliver 
it, with the result that the gatherings 
were of great practical benefit to the 
field force, as will undoubtedly be 
apparent in the business writings from 
now on. 

Few Set Addresses 

There were few set addresses, and 
these were short and to the point. It 
was an agency meeting, and its direc- 
tion was left almost wholly in the 
hands of the field workers. The probd- 
lems discussed were those confronting 
the solicitor. Occasionally a home 
office representative would offer a help- 
ful suggestion, but in the main the 
responses were from the agents, and 
were born of practical experience. 

The banquet at the Pennsylvania 
Hotel on Thursday night was an en- 
joyable affair. Vice-President Hanson 
acted as toastmaster, but the speakers, 
aside from Vice-President Carl Heye, 
were all from the field, and the stories 
they told or the suggestions offered 
had to do with field work only. Ap- 
preciated remarks were made by Gen- 
eral Agents J. F. Treat, Fargo, S. D.; 
Charles B. Rudd, Evansville, Ind.; 
David J. Bech, Buffalo, N. Y., and H. 
O. Suydam of Pittsburgh. W. C. Ellis 
and James McLain of the home 
office agency department—both of them 
comers—also spoke cleverly. 

Presents for Officers 


In appreciation of what they had 
accomplished during the past year, of- 
ficers of the Leaders Club were pre- 
sented with handsome traveling bags, 
while considerable sums of money 
changed hands in the payment of 
wager agreed upon earlier in the sea- 
son as to the amount of business to 
be written by various agencies. 

J. F. Treat of Fargo succeeds Charles 
B. Rudd of Evansville as president of 
the Leaders Club for the new year. Mr. 
Treat is one of the star business pro- 
ducers of the Guardian Life, and is still 
going strong. He began as a district 
agent in 1894, shortly thereafter being 
made a general agent, an office he con- 
tinues to fill very satisfactorily. 


Travis Would Inspect Policies 

Superintendent Travis of Kansas pro- 
poses to ask the next session of the legis- 
lature to require the approval of all 
policy forms by the Kansas insurance 
department. He says there have been 4 
great many complaints in regard to am- 
biguous and technical provisions in poli- 
cies. In many cases the policyholders 
or beneficiaries did not know they were 
in the policy until attempts were made 
to collect on claims. Then when the 
provisions were explained the failure to 
make settlement caused trouble and II! 
feelings. Mr. Travis contends that much 
of this bad feeling could be eliminated 
by the removal of ambiguous terms of 
policies, so that there would be no mis- 
understandings. 
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PROTECTING CREDIT 
BY LIFE INSURANCE 


Many Agents Are Writing Policies 
to Cover a Loan 
Made 


METHOD OF PROCEDURE 


Interpretation of the Rating Made on 
Premium Deduction by Internal 
Revenue Department 


PREMIUMS FOR INSURANCE RE- 
QUIRED IN CONNECTION WITH A 
LOAN DEDUCTIBLE. 

Bulletin 6-20. Page 14. 

Section 214 (2) 1, Article 101; 6-20-7726 
Business expenses. 0. D, 396. 

“A taxpayer who borrowed money for 
business purposes and was required to 
take out life insurance in faver of the 
lender as security for the loan is entitled 
to deduct the premiums paid for such in- 
surance as a business expense under 

Section 214 (a) 1 of the Revenue Act of 

1918; however, the premium will cease 

te eonstitute a business expense upon 

maturity and payment of the loan.” 


There has been much interest taken 
by life men in the ruling of the Inter- 


nal Revenue Department found here- | 


with. There are a number of features 
of the ruling that are speculative on 
definite 
been made. For instance it is a ques- 
tion among insurance men as_ to 
whether the department would allow 
deduction for any higher priced policy 
than the ordinary life where insurance 
is taken out to cover indebtedness. Of 
course, reduced to the logical basis a 
term policy would be all that would 
be required. However, insurance men 
feel that the Internal Revenue Depart- 
ment would allow the premium on the 
ordinary life policy to be deducted. 
There might be some discussion as to 
whether any larger and higher priced 
policies would be allowed. 


which no interpretation has 


Ruling as to a Creditor 


In case of indebtedness the creditor 
can take out a policy and pay the 
premium and he is allowed to make 
the deduction in his income tax state- 
ment. This is found in section 214, 
article 101, bulletin No. 1, ruling 55, 
page 104, cumulative bulletin issued 
Dec. 19, Income Tax Ruling. 

This ruling reads as follows: 
creditor takes out a life insurance pol- 
icy on an individual to cover loan to 
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EXAMPLE OF INSTITUTIONAL ADVERTISING 


Good Life Insurance Publicity Furnished at Columbus, O. 


GOOD example of institutional 
advertising is seen in the adver- 
tisements that are appearing in 

the “Ohio State Journal” at Columbus, 

O., in which no company or agent is 


mentioned. The following is one of the 
recent advertisements: 
UNCLE SAM STARTED IT! 


During the last three years a phenome- 


nal increase in the sale of life insuranc 
has been recorded. The volume has been 
wholly unprecedented. 

Hundreds of thousands of men and 
women who had no life insurance before 
917 are now listed among the policy- 
holders of the 200 and more companies 


in the United States 


Four years ago a $10,000 policy was re- 
garded as a fairly-good-sized-one It had 
been the custom to take out life insur- 
ance in $1000 up to $5000 policies. Com- 
paratively few took out $10,000 at one 
time, very few were insured for $25,000 


and upwards. 

Uncle Sam decided to go to war and at 
once advised his nephews in the 
to insure their lives for $10,000 each. 
When men in their early twenties, nearly 


service 


SHOW SPLENDID INCREASES 


Life Companies of Great Britain Made 


Notable Advances in Volume 
of New Business 


The life insurance companies operat- | 


remarkable 
year, 


Britain show 
increases in new business 
some having doubled their volume. 
The Prudential of London led in new 
ordinary life business, the next largest 
volume being written by the Australian 


ng in Great 


last 





Mutual Provident. The figures of the 
leading companies are as follows: 
1919 1918 
Abstainers’ & Gen’! £ 614,201 34.056 
Alliance . sight e 531.0 946,386 
Atla 2 . 1,540,000 802.585 
Australian Mut. Prov. 9,500,000 7,981,000 
| Britammic ...cccccses 7,216,885 3,663,588 
Caledonian . 2 . 1,488 1,023,358 
Canada Life . 8.556 1.909.247 
Century 765 519.791 
Colonial Mutual , 2.291 1.650.000 


“If a} 








Commercial Union 5.896 1,160,769 
Edinburgh Assurance 797 679,845 
Sagie, Star & Br. D.. 2,793 1.600.452 
Equitable Life . G1 150,000 
Equity & Law Lif« 1,039, 359,152 
Friends’ Prov. & Cent. 1,504. 759,144 
General Life......... 517, 376,845 
GreGRAM cccececccs 3,315 1,797,244 
Guardian ..... eee 975, 988,897 
Legal & General..... 3,335 055,552 
| Life Ass'n of Scoti'd Mote 844,379 
LL&L &G ee! f 725.25 
London & Manchester 931 401.697 
London & Scottish... 1,447, 950,000 
London Assurance . 1,335,295 657,729 


the individual the creditor may while | 


the loan is outstanding deduct from 
gross income as a necessary expense 
the amount of the premiums paid dur- 
ing the year for which the return is 


made.” 
Position as to a Debtor 


The ruling quoted at the beginning 
of this article is a later one and allows 
the debtor to deduct premiums on a 
policy taken out to cover ‘indebtedness. 
Almost all the authorities agree that in 
order to satisfy the Internal Revenue 
Department, an assignment. either 
written or oral must be made. If for 
instance the creditor has possession of 
the policy, and no written assignment is 
made, it would probably be proved that 
the insurance is covering a bona fide 
debt. In order, however, to clearly 
Satisfy the department the best way 
would be to have the insurance written 
to one’s estate and then an assign- 
ment made. Some of the authorities 
say that in order to pass muster there 
must be a specific demand on the part 
of the creditor that insurance be taken 
out by the debtor to cover the loan. 


Considerable Insurance Written 


Considerable insurance is now being 
written to cover people who are bor- 


| 





London Guar, & Acci 507,0% 

London Life......... 1,514, 704,290 
| Marine & General.... 508,572 218,448 
| National Mut. Life... 625,817 355,320 

Nat'l Mut., Aus’asia 5,630,415 

National Provident... 1,138,725 603,983 

Northern ..... »-+++ 1,321,898 577,013 

No, British & Mer'tile 759.545 1,680,992 





Norwich Union Life.. 
Pearl 
Phoenix 

Provident 


Mutual.... 






; | annual gathering a success. 


| where it 


Prudential 

RROEMMO ccccccccccce’s 7,216,890 

Royal ....ccsssccsces 4,169,033 

Royal Exchange..... 1,772,869 

Scottish Amicable.... 1,080,800 94.5 
Scottish Equitable... 1,451,223 984,859 
Scottish Life......... 1,024,270 616,910 
Scottish Provident... 2,639,296 1 300,209 
Scottish Temperance. 1,037,794 662,556 
Scottish Un. & Nat’l.. 1,657,872 874,001 
Scottish Widows..... 2.974.793 1,729,349 
Standard ....ccccesse 1,959.83 1,170,406 
Bum Lalo... .cccccccces 4,432,205 1,673,093 
United Kingdom Tem. 2,156,369 1,001,655 | 


Wesleyan & General. 1,342,850 355,937 
Yorkshire ......++++- 1,321,913 539,398 





This opens a new avenue 
In the large 


protection. 
for life insurance work. 


cities particularly, some of the insur- 
ance men are keeping in close touch 
with their clients, and are arranging 
insurance of this character. 


| Life 


all unmarried, most of them without heavy 
business responsibilities were urged to 
take out $10,000 insurance each, the pub 
lic began to see insurance protection in 
a new light. 

Those who had no policies overwhelmed 


agents with applications Those previ 
ously insured added to tl r collection of 
policies. Great numbers who had been 
accustomed to think of insurance in terms 
of $1000 to $5000 policies, bo ht more 
They applied for $10,000 d 000 ad- 
ditions and those who be ud taken 
ut $25,000 and $50,000 polici« began to 

t $50,000 ind $100,000 and even $500 
000 and more, 

Suddenly the public came to a belated 
realization of the value of life insurance 
hey learned what men in the life insur 

ce business had known for many, man) 
ears 

Remarkable as has been the increase in 
number of policyholders nad in the 


mounts carried on individual lives during 


the last few years, the public, considered 
a whole, remains grossly iinsured, 
If you are possessed of good character 
and good health, you can get more insur 
ince today Tomorrow is another day 
and—then you may not be eligible. 


JUMBO POLICIES STILL RARE 
Where Risk Is First Class Companies 
Do Not Shy on Large 
Line Men 

NEW 
occasionally 


lite 


YORK, Aug. 24 Although 
received, applications for 
insurance in amounts of $1,000,000 
still so rare that their re- 
comment in company of 
field men generally. 
prospect is able to 
a satisfactory examination there is 
difficulty in his securing all the protec- 
tion he seeks, anv one of the four giant 
companies of this city taking an indi- 
vidual line ot from $200,000 to $250,000, 
while an additional $1,500,000 can be 
had from other offices of the east and 
the west. Applications for lines of from 
$100,000 to $200,000 are received almost 
and while many of these are car- 
ried net by the larger offices the smaller 


or over 
ceipt 


ces 


are 

excites 
ind among 
Providing the 


pass 


no 


daily 


‘TENTATIVE PROGRAM 


FOR BOSTON MEETING 


Topics to Be Discussed at Life 
Underwriters’ Convention Are 


Announced 


GREETINGS BY COOLIDGE 


No Papers To Be Read at Convention— 
Speakers Expected to Present 
Definite Plans 


BOSTON, MASS., Aug. 24.—George 
the Boston agency of 
the Equitable Life of New York, who 
the 
National 
has 


Woodbridge of 


chairman of 
the 
Underwriters, 


is acting program 


committee of Association 
of Life 


the 


completed 
for the annual 
convention of the association to be held 
The final draft will 
and announced 


tentative program 
here Sept. 21-23. 
be completed soon 
Some changes may be made from the 
tentative plans, but the arrangements 
so far made are expected to be carried 
out in most instances. It is announced 
that no papers are to be read before the 
convention. Speakers are expected to 
present definite plans, to give helpful 


selling points and pave the way for 
discussion on the floor. Speakers may 
of course prepare their papers for 


future printing. 
Coolidge to Welcome Visitors 
At the opening session Governor 
Coolidge of Massachusetts, Republican 


candidate for vice-president of the 
United States, will welcome the vis- 
itors. Some _ representative of the 


Chamber of Commerce of the United 
States will discuss “The Nation’s Needs 
That Life Insurance Should Serve.” 
Winslow Russell, vice-president of the 
Phoenix Mutual, is expected to take the 
lead on the topic, “Underwriting the 
Iducation of Future America.” This 
discussion will take up plans for selling 
life insurance to provide education for 
children. “Underwriting America’s 
Business” will be the topic of Law- 
rence C. Woods of Pittsburgh, 
Equitable of New York, with a general 


| discussion of business insurance led by 


nstitutions seck reinsurance beyond 
their limits; facilities now being such 
that desirable reinsurance may readily 
be had. The decreased purchasing 
power of the dollar, the federal and | 
tate inheritance tax laws, and the 
prompt payment of claims by the life 
companies are the principal motives 
that induce wealthy men to seck life 


surance, 


Southwestern Life Convention 


The annual meeting of the agency 
force of the Southwestern Life will be 
held in San Antonio, Tex., Oct. 28 
and 29, when at least 250 members of 
the agency force will gather together. 
It will be the first time that the annual 
convention has been held away from 
the home office at Dallas. Officials of 
San Antonio and the Chamber of Com- 
merce are cooperating to make the 
The pro- 
gram will include theatre parties and a 
banquet. The Southwestern Life is a 
Texas company and is doing business 
exclusively in Texas. It was organized 
in 1903 and has grown to the place 
has $7,500,000 of assets and 
$75,000,000 of insurance in force. 


Summer Term Ended 


The summer term of the School of 
Insurance Salesmanship at the Car- 
negie Institute Pittsburgh, Pa., closed 
Aug. 20. The total enrollment for the 
term was 61, and 57 students 
their certificates of graduation. 
banquet was held Aug. 18. Addresses 
were made by the members of the faculty 
and by several of the students, 


received 





The State Mutual Life of Worcester 
Mass., is planning to enter Virginia. 


Lawrence Priddy of the New York 
Life, New York City, and W. Dwight 
Mead of Seattle. 

Insurance to Reduce Dependency 
_ At the Tuesday afternoon session the 
first topic will be “The Need for Insur- 


ance Income to Reduce Dependency.” 
F. T. McNally of the Massachusetts 


Mutual, Minneapolis, Minn., will dis- 
cuss this topic for the insured and Or- 
ville Thorp of the Kansas City Life, 
Dallas, Tex., for other beneficiaries. 
“Fitting Policies to the Individual 
Needs of Prospects” will be the topic 
of G. M. Lovelace, secretary of the 
School of Life Insurance Salesmanship 
at Carnegie Institute, with discussion 
led by J. Elliott Hall of the Massachu- 
setts Mutual, Newark, N. J. 
Thrift Wednesday's Topic 

At the Wednesday morning session 
Earl G. Manning of the Provident Life 
& Fund, Boston, will have the topic 
“Life Insurance to Encourage Individ- 
ual Thrift,” with discussion led by 
Charles W. Scovel of Pittsburgh, in- 
cluding the use of analyses of family 
and personal expenses as a selling fac- 
tor. “Selling Insurance to Provide for 
Charitable Gifts” will be the topic of 
George Woodridge of Boston, and 
“Selling Life Insurance to Meet In- 
heritance Taxes” will be taken up by 
Franklin W. Ganse of Boston, man- 
ager of the home office of the Colum- 
bian National and secretary of the Na- 
tional Association, for men and women 
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Ohe 
Farmer Shortage 


HERE may be 
an acute short- 
age of farm la- 
bor, but farm- 
ers are neither 
short in number 
or money. 








One-third of 
America still 
gets its living 
from the soil. 
And it gets the 
best living there 
is. 











Farmers today are the best prospects for 
life insurance. Julius Rosenwald, head of 
Sears Roebuck & Co. of Chicago, said in 
a recent article in the American Magazine 
that the farmers are living just like the 
city people, that they have everything that 
city people can buy. He might have added 
that they pay cash for what they get, too, 
instead of buying on the installment plan. 
Farmers are today’s best prospects for 
life insurance and they buy large amounts. 
They are particularly good prospects for 
the agents of the farmers’ own company, 





Ghe 
FARMERS NATIONAL 


Life Insurance Co. 


FARMERS NATIONAL LIFE BUILDING 
3401 South Michigan Avenue 
CHICAGO, ILL. 


























of moderate means, as well as the 
wealthy. John R. McFee of the Penn 
Mutual, Chicago, will discuss laws and 
rulings that the selling agent ought to 
know. 


Five Sectional Meetings 


Sessions of five separate specialized 
sections will be held Wednesday after- 
noon. In the section devoted to selling 
life insurance to and by women, Miss 
Lucy M. Morrill, president of the New 
England Women’s Life Underwriters As- 
sociation, will be chairman, and topics 
to be discussed will include “When a 
Wife Should Be Insured,” Mrs. Jennie 
Watkins, New York; “Insurance for the 
Employed Women With Dependents,” 
Mrs. M. T. Rodgers, Dallas, Tex.; “Self- 
Pensioning for Self-Supporting Women,” 
Miss E. Constance Woodward, New York; 
“Should a Mother Be Insured?” Mrs. 
Florence E. Shaal, Boston. 


Voshell Heads Industrial Section 


Jonathan K. Voshell of the Metro- 
politan Life, Baltimore, a former presi- 
dent of the National Association, will act 
as chairman of the industrial insurance 
section and will speak on “Industrial 
Insurance as a factor in Promoting 
Health, Thrift and Good Citizenship.” 
A. O. Eliason of the Minnesota Mutual, 
St. Paul, Minn., chairman of the execu- 
tive committee of the National Associa- 
tion, will speak on “What Life Under- 
writing Owes to the Industrial Agent,” 
and there will be a presentation of five 
plans for selling industrial insurance, 
each speaker to take eight minutes. 


General Agents’ Problems 


At the session devoted to general 
agents’ problems, Graham C. Wells, of 
the Provident Life & Trust, New York, 
vice-president of the National Associa- 
tion, will act as chairman. “Methods I 
Have Used in Developing My Agency” 
will be the topic of Charles R. Posey of 
Baltimore, with discussion led by John 
H. Russell of the Phoenix Mutual, Los 
Angeles, Cal. “The Methods I Use in 
Selecting and Training Agents” will be 
handled by John L. Shuff of the Union 
Central, Cincinnati, O., with discussion 
led by Everett J. Clark of the John Han- 
cock Mutual Life, Baltimore, Md., and 
Ralph M. Hamburger of the Northwest- 
ern Mutual Life, Minneapolis, Minn. 
Charles Jerome Edwards of New York 
will speak on, “How I Handle Discour- 
aged Agents” and John S. Fabling of 
Denver, Colo., on “Agents’ Contests.” 


Town and Country Plans 


Frank E. Brodnax of Columbia, S. C., 
vice-president of the National Associa- 
tion, will preside at the session which 
will take up “Selling Plans for Town 
and Country.” ‘Topics will include “Cov- 
ering a District,” Fred C. Hathaway of 
the Mutual Life, Salt Lake City, Utah; 
“Keeping Records as a Help to Selling,” 
H. O. Wilhelm, Omaha, Neb.; “Finding 
Prospects,” O. T. Cropper, Aetna Life, 
Topeka, Kan.: “Underwriting Farm 
Mortgages,” H. C. Larson, Central Life 
of Des Moines, Madison, Wis. 

At the annual banquet Wednesday 
night at the Copley-Plaza, the speakers 
will be President J. Stanley Edwards, 
Job E. Hedges of New York, counsel of 
the Association of Life Insurance Presi- 
dents, and the president-elect. 


The Selling Process 


The general topic for Thursday morn- 
ing will be “The Selling Process.” The 
specific topics will be “The Strategy of 
the Approach,” E. Colwell, Jr., Greens- 
boro, N. C.; “Meeting Objections,” Dr. 
Jchn A. Stevenson of the School of Life 
Insurance Salesmanship, Carnegie Insti- 
tute: “Standardized Selling Talks,” W. H. 
Beers, Mutual Benefit Life, Rochester, 
N. ¥.; “Improving the Underwriter’s 
Equipment Through National Associa- 
tion Service,” President Edwards. 

Thursday afternoon Prof. E. K. Strong, 
Jr., of the School of Life Insurance Sales- 
manship, Carnegie Institute, will dis- 
cuss the “Psychology of the Life Insur- 
ance Sale” and Edwards A. Woods of 
Pittsburgh will take up “The Social 
Background of Life Insurance.” 





Fargo Office to Move 


The Pioneer Life branch of the Lin- 
coln National Life at Fargo, N. D., 
is planning to move in a few weeks 
to cnamedie. and establish its office 
in that city. 





Manager George M. Parks of the Mas- 
sachusetts Mutual at Providence has 
sailed for Europe on a brief vacation. 
He expects to spend a week on the con- 
tinent and to return to America the lat- 
ter part of this month. 








GIVES FULL CONTRACT 


TAKES DOUBLE INDEMNITY 





Reinsurance Life of Des Moines Has 
Built Up Splendid Business in 
Short While 





The Reinsurance Life of Des Moines 
is now taking the double indemnity 
feature in life policies in its reinsur- 
ance contracts separate from the iife 
if it is desired. There is considerable 
of this business being done. The Re- 
insurance Life will not take the total 
disability feature of a life contract alone 
unless the life goes with it. It is able 
to give an entire life coverage in one 
binder taking care of the life, double 
indemnity and disability. The Reinsur- 
ance Life has a standard contract for 
all companies. In this way it is putting 
every company on the same basis and 
there is no discrimination. Reinsur- 
ance is written on the annual, five-year 
or ten-year renewable term plan. Its 
commissions allowed are 25 percent for 
the first year. The Reinsurance Life 
issues a participating contract. 

Writes Reinsurance Only 


It is one of the few companies in 
this country that is giving exclusive at- 
tention to reinsurance. The American 
Reinsurance Life of Dallas is doing re- 
insurance exclusively. The Metropoli- 
tan Life, which took over the Prussian 
Life business, is now doing an extensive 
reinsurance business. The Travelers 
is going after reinsurance very strong 
and has built up a large premium in- 
come from this source. The Connecti- 
cut General and the Phoenix Mutual 
Life are also taking reinsurance con- 
tracts. The Reinsurance Life has now 
about $20,000,000 of insurance in force. 


Nelson Works in the Field 


Vice-President M. R. Nelson, for- 
merly of Buffalo, is giving all his time 
to looking after the contracts and 
making new ones. F. D. Harsh, the 
secretary, is the main factor at the 
home office, being for a number of years 
connected with the Great Western Ac- 
cident. The company is doing a fine 
business and those that have contracts 
with it are pleased with the service that 
_— Its assets now are over $900,- 

Rates are Given 

T i 2 
smite yn Fy charges the fol- 
1 Year 5 Year 10 Year 
Term Term Term 


8. 27 
8.18 8.35 
8.24 8.42 
8.32 8.51 
8.39 59 
8.46 8.68 
8.55 8.79 
8.64 8.89 
8.74 9.02 
8.84 9.16 
8.96 9.30 
9.08 9.46 
9.22 9.64 
9.38 9.83 
9.54 10.05 
9.73 10.29 
9.93 10.56 
10.15 10.86 
10.46 11.26 
10.78 11.69 
11.15 12.19 
11.56 12.75 
12.03 13.38 
12.55 14.09 
13.15 14.90 
13.82 15.81 
14.60 16.81 
15.47 17.94 
16.37 19.11 
17.37 20.41 
18.49 21.85 
19.73 23.43 
21.12 25.19 
22:66 27.14 
24.37 29.28 
26.25 31.64 
28.33 34.23 


For ages above 60 the premiums charged 
under this contract will be the net pre- 
mium for term insurance at the attained 
age of insured, based upon American Ex- 
perience Table with 3% percent interest, 
loaded 10 percent. 
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SQUANDERING PROFITS 


FIND RECKLESS INVESTMENTS 





Newly Created Rich Are Not Seasoned 
in Conservative Ways of Han- 
dling Their Funds 





BOSTON, MASS., Aug. 24.—The 
New England Mutual Life is urging its 
men to get in contact with men and 
corporations that have made large 
profits during the last five years. The 
company calls attention to the fact 
that these profits surpass all previous 
records. In numerous cases heretofore 
the needs of the business have absorbed 
the excess profits, but during the last 
five years many newly rich individuals 
and corporations have been created 
that have surplus money on hand. The 
New England Mutual holds that these 
people are quite unfamiliar with the 
ordinary investing agencies of the 
country. They are not on the list to 
bond houses, nor are they clients of 
stock brokers. They know little of the 
worth of investments and the value of 
securities. The New England says 
that many instances have come to its 
nof&ce recently where individuals have 
made large profits and seemingly were 
helpless in taking care of the money. 


Reckless in Investments 


This had led to more or less reck- 
lessness in purchasing of oil stocks and 
get-rich-quick securities of different 
kinds. Others are going to the oppo- 
site extreme and are keeping their 
money in banks at small interest. The 
New England Mutual believes that life 
insurance men can secure the confidence 
of such people and show them the 
value of life insurance as an investment. 
The New England Mutual gives a table 
showing the advantages of three dif- 
ferent forms of investment as follows: 


Stocks 
DOE K6i0n64en ence geneewbdaananne None 
DT étneeedakdbandéaaas Problematical 
DI ttcecaséecaduceawceesed Possible 
DE sancedesdu deckuuneeéeckeene™ None 

Bonds 
DE aitendenessenkeeesed Single Unit 
NE: ne erht ae gilhiai am ika hel eked Probable 
DT <cai06cekeosseneecadnms Probable 
DT Kidtubietehenckaesaqns Probable 

Life Insurance 

EE Ee 
are ere Certain 
EEE once censcoesee Legal Obligation 
DD écnecesmsvsaseeoria Guaranteed 


(Note.—Due to the multiplicity of in- 
vestment units that make up an insur- 
ance company’s assets, the security is as 
nearly “absolute” as anything human 
can be. This, of course, is not the case 
where a bond is secured by a single 
property or ownership.) 


Lincoln Cabin Dedicated 


Impressive ceremonies dedicated the 
Lincoln Memorial Cabin, which the 
Lincoln National Life had erected in 
the largest of its home office city parks 
and presented to Fort Wayne, Ind., 
Aug. 22. Frederick T. Landis, author 
of “The Copperhead,” delivered the 
dedication address before a crowd of 
2,000. 

S. M. Foster, president of the Lin- 
coln National Life, formally presented 
to Fort Wayne, the cabin, which is an 
exact reproduction of the log hut in 
which Abraham Lincoln was born in 
Hodgenville, Ky. 

D. N. Foster, head of the Fort 
Wayne Park Commission, in receiving 
the memorial for the city, said: “This 
gift is a patriotic blessing and is in- 
dicative of the spirit of your organiza- 
tion, which is conducted in the interests 
of the home and the loved ones within 
it, whether that home be a mansion or 
a cabin.” 


Mrs. Jeremiah Sullivan of Chicago, 
mother of J. P. Sullivan, general mana- 
Fer of the Great State Life of Wichita, 
Kan., died at her home a few days ago 























A Great 
Ambition 


Our ambition has been—‘‘to reduce the rejection rate of The 
Lincoln National Life Insurance Company to the lowest per- 
centage practicable.”’ 


Through all the years of its growth The Lincoln National 
Life has never lost sight of that vision of extending the broadest 
possible service to the public and of giving every one of its agents 
a chance to write all the business possible in his territory. The 


‘financial advantage to the salesman and the service benefit to the 


public in a very low rejection rate has always been held as a 
worthy ambition by The Lincoln Life. 


The Lincoln National has not allowed its success to cause it 
to raise any new barriers against the public, but rather it has 
sought the more earnestly to attain the ideal of granting life in- 
surance protection to all who seek its blessings. 


For the first six months of 1920 the 
rejection rate for The Lincoln National 
Life Insurance Company has been but 2%. 


There is no reason to expect that this remarkably low rejec- 
tion rate will be raised by The Lincoln Life, as all the actuarial 
figures have been scientifically calculated and have proven their 


safety. 


To the ambitious agent the benefit of a 2% rejection rate, 
coupled with the superior Lincoln Life Service to salesmen and 
policyholders, is convincing proof that it pays to 





The Lincoln National Life Insurance Company 


“Its Name Indicates [ts Character’’ 


Lincoln Life Building Forth Wayne, Indiana 
NOW MORE THAN $142,000,000 IN FORCE 
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The Obligation 


of The Agent 
To The Public 


When a man identifies himself with life 


insurance, he ties up with a business de- 


voted largely to public service. 


Perhaps 


the chief purpose of life insurance as it 


is sold today is to maintain the standard 


of living in the household after the chief 


breadwinner has passed away. 


This is 


true among the well-to-do people as well 


as among 


average incomes. 


wage earners and people of 


The life insurance man, then, has an ob- 


ligation as a member of an organization 


devoted to such a purpose. 


It is his duty 


to see that as many as possible are reached 


by its benefits. 


hustler. 


He is obliged to be a 
And the fine thing about it is 


that the greater service the insurance 


renders, the greater is his reward. 
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||R. A. RIDGWAY HEADS ~ 
FEDERAL LIFE CLUB 


Kansas City Man Elected Presi- 
dent at Annual Agency Con- 
vention in Chicago 


100 AGENTS AT MEETING 
Successful Producers Tell of Methods 
Used in Building Business— 
Lapsation Discussed 





Robert A. Ridgway of Kansas City, | 


Mo., was elected president of the Fed- 
eral Life Club at its annual convention 
in Chicago last week, with J. S. Bald- 
win of Ranger, Tex., as first vice-pres- 
ident and C. C. McCue of Des Moines 
as second vice-president. E. More- 
land of Lawton, Okla., who was pres- 
ident of the Federal Life Club for the 
year just closed, was made president 
of the Inner Circle, with the same vice- 
presidents as for the other club. 
Charles S. Rannells, vice-president of 
the Federal Life, acts as secretary and 
treasurer of both clubs. 
Excellent Program Given 

More than 100 agents were in at- 
tendance at the meeting and an excel- 
lent program was rendered. President- 


' elect Ridgway, who spoke on “Methods 
,and Means to Increase Personal Pro- 


duction,” discussed especialiy the 
question of getting prospects. He held 
that the best work could be done among 
the agent’s friends and acquaintances 
and that while a straight canvass may 
be a good thing for the new man, to 
help overcome his timidity, it should 
not be adopted as a regular thing. He 
said it would be difficult for any man 
to write out at one time a full list of 
the friends and acquaintances who 
might be regarded as life prospects, 
and suggested the carrying of a note 
book, in which names of that sort 
might be jotted down as they occur 
to the agent, to be transferred later to 
his “suspect list.” 
Tradesmen as Prospects 


“People from whom you buy things 
are good prospects,” he said. “They 
are bound to give you some considera- 
tion. If you can’t sell them, trade 
somewhere else for a while and then 
try the new man.” 

With reference to prospects secured 
from old policyholders or other friends, 
he said, “If you write a man’s friend, 
go back and thank him. Tell him he 
is a good picker. If not, thank him 
anyway.” 

He emphasized the need of organiz- 
ing work ahead and arranging calls so 
as to reach prospects at the most 
favorable time, “when the breaks are 
for you instead of against you.” He 
also suggested that a special effort 
should be made to sell one of the pros- 
pects first visited during the day, which 
would make the rest of the day much 
easier. 

Keep Record of Interviews 


The keeping of a record of inter- 
views was recommended and it was 
suggested that the agent, by dividing 
his commission for each month by the 
number of interviews, could find out 
just what each interview had been 
worth to him. His efforts should then 
be to increase the value of each call, 
and improve his own records. 

Two slightly different views of the 
question of selling to farmers were 
presented by C. L. Murrie of Texas 
and M. L. Wood of Oklahoma. Mr. 
Murrie urged the necessity of master- 
ing the farmer’s viewpoint and know- 
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ing something of his problems. He 
advocated a plan of solicitation which 
would emphasize the importance of the 
farmer’s work. Mr. Wood on _ the 
other hand opposed emphasizing the 
difference between the farmer and the 
city dweller and said that he talked 
life insurance to a farmer on the same 
basis as a merchant or banker—as a 
business proposition, for the protection 
of his business and his family. 
Selling Disability Insurance 

W. B. Forsythe of Missouri offered 
a new argument for the sale of dis- 
ability insurance by life agents, when 
he said that accident and health insur- 
ance insures the payment of premiums 
on life policies, by guaranteeing an in- 
come in case of disability. The agent 
can thus keep the business and guar- 
antee his renewals. He also spoke of 
the use of disability insurance to con- 
vert life prospects, stating that it can 
also be sold first because the price is 
lower, and the appeal made to the 
prospect that he will personally benefit 
from that insurance will help get him 
started on the road to a broader in- 
surance covering. 

Ben Thorp of Texas pointed out that 
while it may be inadvisable for an agent 
to sell two varying lines of insurance, 
the argument and the incentive for life 
and for accident and health insurance 
were largely the same. 





ROBERT A. RIDGWAY 


Fred Hicks of Michigan scored a 
decided hit with his paper on “How to 
Make Use of the General Agent,” 
showing from his own experience how 
much a new man can learn from his 
superior. 

Cavanaugh Discusses Lapsation 

L. D. Cavanaugh, actuary and as- 
sistant secretary of the company, gave 
an address of especial interest on 
“Lapsation,” listing the principal 
causes of lapses and telling how they 
may be prevented. In discussion ot 
that paper, H. C. McCann cf Bay 
City, Mich., said that lapses usually 
occur among two classes, responsibk 
men who have been improperly sold, 
and irresponsible ones who have un- 
fortunately been sold. He said that 
90 percent of the men in the life insur- 
ance business try to cover too much 
territory, and that the agent ought to 
see every man in his territory that is a 
desirable prospect from three to six 
times a year. 

Russell S. Pope, Mr. McCann’s part- 
ner in the Michigan general agency. 
told of the plan which he had followed 
in writing business among young mar- 
ried men. He said that they were 
usually interested in the endowment or 
pay policy but wanted the fullest pro- 
tection that they could get for their 
money, and he therefore sold them or- 
dinary life, with the understanding that 
it could be converted later on to one 
of the other forms. 

S. J. DelMouly of Texas opposed 

(CONTINUED ON PAGE 9) 
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1894—1919 


STATE LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


ALMOST 


NINETEEN MILLION DOLLARS IN SECURITIES 


($18,458,500.00) 


Deposited with the Auditor of State for the Sole Protection of Policyholders 
More than $1,750,000.00 Above the Amount Required by Law 





PROGRESSIVE CONSERVATIVE “FLU”? PROOF 


The Growth of Oak—The Solidity of Granite 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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Mutual Life of Illinois 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 


A Company of Service 


Service to Policy Holders Service to Agents Service to the Public 


Operators under the “Famous” Registration Act which requires the 
reserve on every policy issued to be deposited and held in 
Trust by the Insurance Department of the State 


Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 


A few good openings for good live producers in Illinois. Correspondence Invited 


H. B. HILL, President G. C. ROCKWOOD, Vice-Pres. 


DR. J. R. NEAL, Sec. 
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Working in the Summer Time 


A successFuL life insurance man said 
the other day that he was able to ac- 
complish more during the summer sea- 
son than any other time of the year, 
because the majority of agents take it 
for granted that little can be accom- 
plished in the summer season, since 
sO many men are on vacations, or do 
not want to discuss life insurance at 
that time. He said that the general 
impression prevails that little insurance 
can be sold during the hot weather 
months. It is a fact that life insurance 
prospect will grope for any excuse to 
put off the agent. In the summer sea- 
son, he can say that the weather is too 
warm, or he does not want to engross 
his mind with anything more than is 
absolutely necessary. He is hastening 
to his country club, to a drive, pre- 
paring for his vacation, or what not. 

This man said, however, that there 
are many people that can be solicited 
during the summer season to good ad- 
vantage. An agent can take it for 
granted that at least 50 percent of the 
life men are off duty or have relaxed 
in their efforts. This leaves a much 
clearer field. The summer time is a 
most excellent period to take up busi- 
ness and partnership insurance and 
group insurance. The management has 
more time to give to the considera- 
tion of such subjects. The demands of 


their business are so exacting that if, 
therefore, an interview can be secured 
and the subject started, much more at- 
tention is given to it than at any other 
season of the year. This man said that 
he always took his vacation in the win- 
ter time and put in his best licks during 
the summer. 

Speaking of business insurance, this 
man said that many agents overlook 
the smaller prospects. Almost any 
business enterprise, large or small, can 
be benefited by a business policy. He 
said that he would go into the out- 
lying districts, get as much informa- 
tion as he could about the business 
houses and make a cold canvass. He 
said that it is surprising how much 
interest is taken in the subject these 
days. The perpetuation of a business, 
its continuance after a severe jolt in 
the way of a death, the preparation 
to meet a contingency, all have an ap- 
pealing argument. He said regardless 
of the fact that the income tax is heavy 
on business life insurance, it undoubt- 
edly will be modified during the next 
five or six years. If death comes early 
during that time, the profit on the 
transaction will be decidedly satisfac- 
tory. 

Smaller business enterprises can well 
be solicited for such protection in the 
summer time. 


Danger in Talking Politics 


At the present time, there is always 
danger of a life agent spending con- 
siderable time in -talking politics. 
Politics is always an interesting sub- 
ject. It is one on which we should 
have definite ideas. We delight in 
reading political stories in the papers. 
We peruse the magazines with inter- 
est. It is a fascinating subject. The 
agent who is out on the firing line 
selling life insurance can waste a lot 
of time during a presidential year in 
talking politics, getting into discussion 
and argument. 


Begetting 


“CONFIDENCE in the agent begets con- 
fidence in the prospect. If the man 
who is being approached has the im- 
mediate conviction that the salesman 
who is approaching him knows his 
business, it is a strong point for the 
success of the interview.” 

So speaks a writer in the MANHATTAN 
Lire “Bulletin.” It is very true. The 
agent who is always prepared, who has 
studied his business and mastered it, 





The prospect solicited, probably tries 
to involve the agent in a political dis- 
cussion. His object in trying to sell 
life insurance is lost when conversation 
turns toward politics. The temptation 
is at hand to bring up the subject as 
an opener in a conversation, but it is 
fraught with danger. It is almost im- 
possible to talk life insurance and pol- 
itics. They do not mix in the same 
conversation. The agent can waive 
the subject aside in a delicate way if a 
prospect endeavors to turn the conver- 
sation to politics. 


Confidence 


who feels safe in any emergency, who 
can approach his prospect with the 
knowledge that he can answer all the 
questions put to him, feels on solid 
ground. Once an agent is doubtful, 
once he shows he is not familiar with 
his subject and begins to feel the 
ground sinking beneath him, he has lost 
the confidence of the prospect and 
might as well quit. There is nothing 


like being amply prepared for the fray. 








One of the busiest men in the Mis- 
sissippi valley these days is T. 
Blackburn, secretary and counsel of 
the American Life Convention. Mr. 
Blackburn is putting in a great amount 
of time just now preparing for the 
opening of the annual convention at 
Kansas City on Sept. 20, and reports 
that advices which reached him this 
week are to the effect that the conven- 
tion will be attended by the largest 
gathering of insurance men in the his- 
tory of the organization. 

“T have just sent out the new 
manual,” he said, “containing the names 
of 130 members, an increase of eleven 
since the last annual meeting. Every- 
thing looks fine.” 

Mr. Blackburn left this week for 
St. Louis to attend the annual meet- 
ing of the American Bar Association, 
of which he is the Nebraska member 
of the national council. He will be 
gone about one week. 


R. L. Saunders, 72 72, died at his home 
in Jackson, Miss., Aug. 15, following a 
long illness. Mr. Saunders was the 
father of John W. Saunders, agent of 
the New York Life at Jackson. He 
also has three sons-in-law in the in- 
surance business. A. C. Crowder, man- 
ager for the Prudential at Birmingham, 
Ala.; Warren Pullen, Jr., manager for 
the Guardian Life at Memphis, and 
A. W. Finley, general agent for the 
Penn Mutual at Louisville, Ky. 


Miss Dorothy Harvey, who was for- 
merly connected with the real estate 
and renting office of Howard Bradley 
in Chicago has joined the general 
agency of Bokum & Dingle, who rep- 
resent the Massachusetts Mutual in that 
city. She is the first woman agent 
that Bokum & Dingle have employed. 
Already she has written a fine volume 
of business. Miss Harvey personally 
negotiated an apartment lease, calling 
for $135,000 and for ten years’ time. 
The annual rental is $13,500. It is a 
19-room apartment. Miss Harvey has 
fine connections in a social and busi- 
ness way and undoubtedly will make a 
big success in life insurance. 


J. T. Combs, who is working for the 
Bankers Life of Iowa in Kansas, has 
paid for $318,500 so far in five and one- 
half months. He has been working 
recently at Liberal, Kan., and in the 
past two weeks has written $200,000 in 
that vicinity. Mr. Combs writes his 
business largely in the country. Dur- 


PERSONAL GLIMPSES OF: LIFE UNDERWRITERS 











ing July, which is the hardest month 
in the country territery, because of 
the wheat harvest, he secured 25 appli- 
cations for $104,500 of business. All 
but two or three were secured from 
farmers. Mr. Combs made his ap- 
pointments largely after working hours, 
getting an audience with a farmer in 
the evening. He has been in the life 
insurance business only 14 months, 
having run a dairy for many years in 
Missouri. 

Charles F. Coffin, vice-president of 
the State Life of Indianapolis, has re- 
turned from an extended trip to 
Europe where he went as _representa- 
tive of the Indianapolis Chamber of 
Commerce, of which he is president, to 
attend the organization meeting of the 
International Chamber of Commerce in 
Paris. A “welcome home” meeting in 
the Chamber of Commerce assembly 
room was held in Mr. Coffin’s honor 
Wednesday noon of this week. 

Agents of the Federal Life of Chi- 
cago are planning to write $5,000,000 
of new business in September, which 
has been designated as Hamilton 
month in honor of President Isaac 
Miller Hamilton. 

Arnold W. Russell, son of Winslow 
Russell, vice- president of the — 
Mutual Life, was married March 7 to 


| Miss Gladys Cone, daughter of Mr. ‘and 


Mrs. E. Gordon Cone of East Hamp- 
ton, Mass. Announcement of the mar- 
riage was made in Hartford last week. 
Young Russell is special agent for the 
Phoenix Mutual. He attended the life 
insurance salesmanship school at Car- 
negie Institute in Pittsburgh. 

Bolling Sibley, general agent for the 
Penn Mutual Life at Memphis, Tenn., 
is home after a most enjoyable trip 
with his family through the Great Bear 
Valley. He reports fishing particularly 
good, and that the prize catch of the 
outing was secured by his young 
daughter Dorothy, who managed to 
land a five pound trout. 


Louis A. Cerf, Metropolitan manager 
of the Mutual Benefit Life at this city, 
who suffered a severe fracture of the 
skull about a week ago, was success- 
fully operated upon at the hospital yes- 
terday and, though not yet out of dan- 
ger, his complete recovery is antici- 





pated. 














NEWS OF LOCAL ASSOCIATIONS 

















San Francisco, Cal—A record attend- 
ance is expected at a luncheon meet- 
ing of the Northern California Associa- 
tion Sept. 1 when Edward A. Woods, 
manager for the Equitable Life at Pitts- 
burgh, will address the members on 
“Sales Strategy.” Mr. Woods came to 
California to attend the convention of 
Pacific century clubs at Yosemite Val- 
ley this month, and has since been on 
a short visit to Honolulu. 

* * * 

Dallas, Tex.—Boosting the member- 
ship, planning for the work of the com- 
ing year, arranging for the big insurance 
congress next January and insuring a 
monster delegation from Dallas and 
North Texas at the Boston convention, 
were the outstanding features of the 
mid-summer session of the North Texas 
Association here this week. The under- 
writers were guests of Henry Camp 
Harris, newly elected president, at an 
informal luncheon. 

At the meeting it was decided that the 
membership of the association must be 


‘increased from 300 to 500 between now 


and the first regular meeting next 
month. President H. C. Harris and Sec- 
retary James B. Harris were appointed a 
special committee to hustle up the mem- 
bers. The following day James B. Harris 
announced he had more than 100 of the 
required number and would have the 
others before the meeting in September. 








For the big congress in January the 
association is planning the biggest in- 
surance meet every held in the South- 
west. It was said at least two men of 
national and international fame would 
be brought here to deliver addresses. 
There will be probably 1,000 insurance 
men in attendance and there will be an 
entertainment program “which will make 
‘em sit up and take notice.” 

*x* * * 

Cleveland, 0—Henry Moir, second vice- 
president and actuary of the Home Life, 
will be the speaker at the first fall meet- 
ing of the Cleveland Association on 
Tuesday, Sept. 7, at the Chamber of 
Commerce. Mr. Moir is president of the 
Actuarial Society of America and author 
of several books on the subject of life 
insurance. 


NAME A LARGE SUM 


In the average case it pays to name 
a large sum, whether lump or income, 
than you think the prospect can carry. 
If it is too much, the canvass will de- 
velop the excess, and without offense 
to your man; whereas if you name too 
small a figure, you may not discover 
it, and another family will have been 
underinsured.—Points. 
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BUYING LIBERTY BONDS 


POLICY AS TO INVESTMENTS 





Life Companies Are Going in Strongly 
for Real Estate Mortgages 
at the Present 





NEW YORK, Aug. 24—Life com- 
panies in this city continue to invest a 
portion of their free funds in Liberty 





and Victory loan bonds, though not to | 


anything like the extent they did a 
short time ago, when the price for 
government securities was sharply de- 
pressed. At that period the offices 
were able to buy the 3% at figures to 
yield 634 percent. To be sure, they 
would rather invest in long term se- 
curities even at a lower rate of interest, 
and they are doing this whenever op- 
portunity offers. Some offices are go- 
ing in rather heavily just now for loans 
upon improved real estate; preferable 
where the money is to be used in home 
building. In such cases they advance 
50 percent based upon their own valu- 
ations, refusing to accept present in- 
flated figures. Farm loans in the west 
and the southwest constitute another 
desirable avenue for investments; the 
growing appreciation in the value of 
farming properties in established sec- 
tions furnishing abundant security for 
conservatively made loans. 


Group Records Hurt By _ 
“Flu’’ But Line Is 
Still Being Pushed 


There are two classes of life insur- 
ance men who are particularly anxious 
to know whether the “flu” will revisit 
the country this year: 

1. The agents of companies which 
reduced dividends because of excessive 
mortality. 

2. The progenitors and home office 
boosters of group life insurance. 

Mortality from all causes except in- 
fluenza has been satisfactory under 
group insurance, but the epidemics have 
played havoc with the records which 


the fathers of the group. business 
hoped to make. The participating 
companies that substantially loaded 


their group premiums have paid meager 
dividends—much less than the agents 
usually predicted when making the 
sales. The participating companies 
that used small loadings have paid no 
dividends at all. The nonparticipating 
companies have lost money for stock- 
holders. 

None of the companies, however, 
seem to have abated their efforts to 
build up their group departments. The 
race for risks is very keen. Company 
executives are making allowances for 
the unsatisfactory results so far. The 
mortality, except from influenza, has in 
the main been satisfactory. The old 
belief that any “mine run” collection 
of individuals can be insured without 
medical selection seems to have been 
proven. In fact, in groups come not 
only impaired lives, but also hazardous 
employments that have to be avoided 
for individual policies even by com- 
panies writing substandard business. 
Companies also insure in groups certain 
races of humans that they turn down 
when individual insurance is sought. 
Of course, if the proportion of risks 
hazardous either by reason of employ- 
ment or race runs too high in the group 
the rate that must necessarily be quoted 
is usually so high that the employer 
doesn’t buy. 


The Derby Grain Company of Topeka, 
with elevators and mills throughout 
Kansas, has taken out group insurance 
for all of its employes. The business 
was written by Paul S. Kantz, agency 
manager for the Equitable Life for Kan- 
sas, It is said this is the largest group 
business ever written in Topeka and pos- 
sibly in Kansas. 








Life Companies Feel 
Hampered by Statute 
Which Limits Volume 


NEW YORK, Aug. 24.—While no 
company is seriously hurt by the re- 
cent ruling of the New York superin- 
tendent of insurance regarding 
amount of new business that they may 
issue this year, still there is a feeling 
on the part of some executives that the 
laws limiting volume are not yet as 
liberal as they should be. The New 





the | 


York statutes, as constituted since the | 


last amendment to the Armstrong laws, | 


give the superintendent a great deal of 
discretion, 

The companies do not fear that the 
present incumbent will use his power to 
the disadvantage of the business as a 
whole nor will he be unfair to any one 
company out of the group that feels 
the limitation statute. But no one 
knows what the future will bring to the 


New York capitol in the way of an in- | 
True, | 


surance supervising official. 
New York superintendents have ranked 
very high, but that is no guide to the 
future. The present looks cloudy, 
politically speaking, to many right now 
and not everyone is sure that the high 
tide of radicalism has arrived. 

Agency executives, those whose 
duty it is to keep the field forces keyed 
up, are the most concerned. They 
know just how difficult it is to keep 
an organization on its toes and they 
look on each mention of the limitation 
law as a disturbing element. A certain 
number of their lieutenants in the work 
of building enthusiasm and maintain- 
ing momentum grasp at the oppor- 
tunity to “let down” and when this 
happens it takes time to get things going 
again in their bailiwicks. An agency 
force is like a train—it can’t make speed 
immediately after a start. Sometimes 
when there are outside influences such 
as the presidential election and the 


tight credit market the starting of the | 


train is difficult, just as where the stop- 
ping place is on an up grade in the 
mountains, 


R. A. RIDGWAY HEADS 
FEDERAL LIFE CLUB 


(CONTINUED FROM PAGE 6) 
selling life insurance on credit, and 
said that if a man really wanted pro- 
tection he would pay for it. Other 
speakers also emphasized the danger of 
selling men of insufficient financial 
standing, simply for the sake of mak- 
ing a record. 

Edwin B. Peifer, working from the 
home office of the company, told of 
his experience in organizing clubs 
among Federal Life policyholders, the 
organization to be modeled along fra- 
ternal lines. Most of this work so far 
has been done among foreign nation- 
alities. 


Agents’ Licenses Revoked 


OKLAHOMA CITY, OKLA., Aug. 
24—Licenses of eight life insurance 
agents today were revoked by the state 
insurance board, in seven cases the 
ground being that the men concerned 
are not bona fide residents of the state. 

The license of G. O. Swartz of Mus- 
kogee, representing the Illinois Bank- 
ers Life, was revoked because of al- 
leged improper and misleading ad- 
vertisements printed by Swartz. It is 
charged that his advertisement made 
a comparison between a policy written 
by his company with one written by 
the Bureau of War Risk Insurance for 
former soldiers. 

Agents who lost their licenses on the 
ground that they are not residents of 
the state are: W. E. Eslick of the In- 
ternational Life, G. A. Salmans, John 
E. Salmans, Mark Salmans and F. G. 
Stone of Mitchell, S. D.; George E. 
Patteron of Winona, S. D., and H. B. 
Fislar of Lincoln, Neb., representing 
the North American Life. 


























Decreasing of Overhead 


expense means increasing of profits 


Naturally, you, like every officer, want to do 
all you can to increase your Company’s profit. 


Then inquire of us concerning our Fiscal Agency 
Plan for Insurance Companies. This Plan, 
among other advantages, offers a definite means 
for reducing your overhead. 


Leading companies have adopted the Plan and 
we shall gladly tell you more about it. 


Union Trust Company 
Chicago 
Japital and Surplus, $4,700,000.00 
At Madison and Dearborn Streets 
“Since the Great Fire” 





























Great Opportunity 


Indiana 


The Franklin Life Insurance Company 
has just entered Indiana and has some 
excellent openings there for General 
Agents. Contracts direct with the 
Company. 


The Franklin is making phenomenal 
progress, having reached the $100,000,- 
000.mark May Ist. 


For information write the Home 


Office. 


Springfield, Ill. 
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ENDOWMENT FOR EDUCATION 


Missouri State Life Offers New Con- 
tract to Parents to Assure 
Education for Child 


The Missouri State Life has issued 
a new educational endowment policy, 
the object of which is, as its name 
implies, to provide an education for a 
child whether the parent lives or not. 

Under this policy for each $1,000 of 
insurance, the company guarantees to 
pay $250 each year for the four years 
the child attends college. The first 
instalment payment by the company is 
made when the child reaches the age 
of 18. If the child does not enter col- 





lege at 18, the company is willing to 
hoid these annual instalments as an in- 
terest bearing trust fund. 

In the event of the death of the par- 
ent, no further premiums are payable 
and the annual instalments are paid 
to the child at maturity the same as if 
the parent lived and paid all the 
premiums. 

This contract can be written with 
waiver of premiums disability and also 
with return of premiums in event of 
the death of the child. The parent is 
examined and has to satisfy the com- 
pany as to his insurability in the usual 
way. 

The company is also issuing a new 
20-payment life policy with guaranteed 
annual additions. The additions in- 
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crease the insurance at a rapid rate 
each year and from the 16th to 20th 
years this increase is doubled. At the 
end of the 20th policy year the policy 
provides for $1,332 to $1,373 of insur- 
ance for each $1,000 of the _Original con- 
tract. The other values increase in a 
like proportion, 

Its premium rates on the educational 
endowment policy on the non-profit 
sharing basis are as follows: 


Age of Age of Father 
Child 20 25 30 35 40 45 
$ $ $ 
1 37.02 37.16 24 39.10 
2 oe. 42.60 72 44.61 
3 17.63 75 49.66 
4 52.86 54.89 
5 58.58 60.60 
6 65.03 67.03 
7 72.52 74.50 
8 81.41 83.35 





Missouri State Life 


The Missouri State Life has just gotten 
out a new rate book, making a number 
of important changes. Profit-sharing 
rates and contracts have been adjusted 
to conform to the recent changes made 
on the non-profit sharing plans. The 
maximum amount of life income disabil- 
ity benefit the company will issue on a 


























life has been increased to $250 per month 
on a policy of $25,000. Preliminary term 
rates have been reduced practically 33 
percent. 

The options at maturity on all en- 
dowment policies, both profit-sharing 
and non-profit-sharing, have been sub- 
stantially increased as well as the life 
annuity options on endowments matur- 
ing at ages 60, 65 and 70. The list of 
hazardous occupations has been revised 
and extended. Increased benefits policies 
and long term endowments are now pub- 
lished with ratings for use in connection 
with occupational hazards and physical 
impairments. 

The 20-payment life annual dividend 
policy is now, in common with all other 
participating contracts, issued on the 
four different premium plans, A. B. C. 
and D. The ages have also been ex- 
tended down to 10 and up to 65. 





Equitable of New York 


The Equitable of New York says as to 
its irrevocable beneficiary feature: 

“Apparently some of our agents think, 
when an insured has his policy issued 
‘without the right to change the benefi- 


ciary, that all interest goes to the 
beneficiary and upon the latter’s death 
to the beneficiary's estate. This is not 
the fact. 


“In such a case the application pro- 
vides as follows: 

‘*l hereby apply for a policy on my 
life for $10,000 for the benefit of John 
Doe, * * * if living at my death, 
otherwise my executors or administra- 
tors, without the right to change the 
beneficiary reserved to me.’ 

“The policy provides on page 2: 

“Tf there be no beneficiary surviving 
at the death of the insured, the pro- 
ceeds of this policy shall be payable to 
the executors, administrators or assigns 
of the insured.’ 

“This is the way most men taking out 
insurance for the benefit of a wife or 
other dependent beneficiary wish to 
have the policy written, for ordinarily 
when a man takes out insurance for the 
protection of his wife, and the wife dies 
before he does, he wants the title to the 
policy to come back to himself. 

“When, for business or other reasons, 
it is desired to protect a beneficiary, or 
in the event of the beneficiary's death to 
protect the beneficiary’s estate, particu- 
lar attention should be called to this 
fact in the application. In such a case 
the application should provide that the 
policy is to be ‘for the benefit of John 
Doe, his executors, administrators or 
assigns in any and every event without 
the right to change the beneficiary, etc.’ 
Then the policy will be written so as not 
only to prevent the insured from chang- 
ing the beneficiary, but so as to keep the 
title to the policy in the beneficiary’s 
estate should the latter die before the 
insured. Furthermore, the policy will 
then provide for the payment of cash 
values and dividends to the beneficiary, 
instead of to the insured, as would other- 
wise be the case.” 





LaFayette Enters Illinois 


The LaFayette Life has been ad- 
mitted to Illinois. The company will 
organize the state. It is the plan of 
the LaFayette Life to operate in terri- 
tory that is within easy reach of its 
head office. The company has passed 
the $14,000,090 mark so that it will 
easily have $15,000,000 in force by the 
end of the year. Business is coming 
in good, according to Secretary W. W. 
Lane. The company is not expected 
to put any extraordinary expense in the 
development of new territory. 


Wants Brotherhood Funds Divided 


COLUMBUS, O., Aug. a 
division of the insurance funds of the 
Brotherhood of Railway Trainmen, es- 
timated to be approximately $10,000,000, 
B. B. Callahan, president of the Colum- 
bus Yardmen’s Association, has brought 
suit in the Franklin county (Columbus) 
courts for the appointment of a receiver 
This action will be watched with the 
closest interest by the state insurance 
department and insurance men generally 
since there always has been more or less 
of mystery in connection with the large 
funds of this and similar organizations. 
The suit was brought by Callahan as an 
individual policyholder but in effect the 
action is taken by the Chicago Yard- 
master’s Association, the so-called “in- 
surgent” organization, which started the 
so-called unauthorized strike of switch- 
men and yardmen last April. 
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PRANK J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bidg. 


INDIANAPOLIS 
Kraft Building, DES MOINES, IOWA 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 
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J H. NITCHIE 
ACTUARY 


1528 Association Bidg., 19S. LaSalle St. 
Telephone State 4 CHICAGO 








CHARLES SEITZ 
* CONSULTING ACTUARY 
Author of 
“System and Accounting” 


209 So. La Salle St. CHICAGO 








DERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 
AND EXAM 

= al 


Kraft B 
DES MOINES, IOWA 

















THE COLUMBIAN 
NATIONAL LIFE 


Insurance Company 
Arthur E. Childs, President 


Boston, Massachusetts 


LIFE, ACCIDENT AND 
HEALTH INSURANCE 


Low Guaranteed Rates 








37,005 PEOPLE 


aiaiiaend asked for an illus. 
tration of our “Income for Life” at their age. 
This valuable lead service explains why our 
1919 business showed a gain of 81 per cent. 
Tin FeRey epuates ie 60 states. Full level 

net premium reserve basis. Insurance in 
force over $173,000,000. Faithfully serving 
insurers since 1878. 

A few agency openings for the right men. 


THE FIDELITY MUTUAL LIFE 


INSURANCE COMPANY 
WALTER LE MAR TALBOT, Pres. PHILADELPHIA 








LIFE AGENCY CHANGES 


























tes in the business. $1.50. 
The National 


Goes With the Shenandoah 


O. J. Lacy, state agent of the New 
World Life in Montana, has resigned 
to become agency manager of the 
Shenandoah Life of Roanoke, Va. 
President John J. Cadigan on behalf 
of the company and the agents pre- 
sented Mr. Lacy with a gold watch at 
a complimentary dinner given to him 
at Butte, Mont. 

George Aune of Lewiston, Mont., has 
been appointed Mr. Lacy’s successor. 
Mr. Aune has been one of the partners 
in the Osborne & Aune agency of the 
Montana Life at Lewiston. Before en- 
tering the insurance business, Mr. Aune 
was a banker at Moore and Denton, 
Mont. 





R. W. McAllister 


R. W. McAllister has been appointed 
superintendent of agents for Missis- 
sippi by Ratliff & Bradshaw, state man- 
agers for the Jefferson Standard. Since 
June 25, 1917, he has worked on a 
sub-agent’s contract, and his promo- 
tion comes as a recognition of his 
ability and success. He has formerly 
lived at Liberty, Miss., but will make 
his home in Jackson after Sept. 1. 





Arthur P. Huntingdon 


Arthur P. Huntingdon, who was ap- 
pointed manager for the Union Mutual 
Life in California five months ago, has 
resigned and Dr. A. E. Awde, super- 
intendent of agents for the company, 
is in San Francisco to make a new 
appointment. 


Charles P. Brice 


Charles P. Brice, general agent for 
the West Coast Life in Arizona for 
the past three years, has resigned be- 
cause of ill health, and removed to 
Los Angeles. He will re-enter the 
life business in southern California as 
soon as his health permits. 





“Slump” Blamed on Salesmen 

A general agent whose agency staff 
produces an exceptionally large amount 
of new business every year in Indiana 
is of the opinion that the slight de- 
crease in new business in the past few 
weeks is due mostly to the salesman 
and not because life insurance is getting 
harder to sell. He points out how the 
best producers on his agency force 
are not working as hard as they did 
earlier in the year. This condition, he 
believes, is general all over the coun- 
try and not in any one district. 

‘The reason given for the letting-up 
of the agency force is that many of the 
men feel as if they are entitled to a 
vacation and although they have not 
set aside a week, two weeks or a month 
for their vacation, they are not putting 
in as many hours at soliciting as they 
have and are using the hours that they 
are not working as their vacation. His 
staff is producing new business but not 
in the large volume that the earlier 
months of the year brought. Another 
reason given is that the life insurance 
salesmen have the impression that most 
of their best prospects are taking vaca- 
tions and if they called on them they 
would not find them. The warmer 
weather, in his opinion, has a tendency 
to keep the salesman from working 
hard. Life insurance, he says, is be- 
coming more in demand every day and 
the little noticeable slump in new busi- 
ness is not due to the public but to the 
life salesman. He thinks that as soon 
as the cooler weather comes, people 
get settled after their vacations and 
the life insurance salesman begins to 
work, the volume of new business will 
equal or exceed that of the early months 
of the year. d 


Mutual Benefit Life—New business the 
first seven months amounted to $141,- 
269,617, gain $40,709,693. In July busi- 
ness amounted to $17,074,432; this is on a 
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The 
Equitable Life Insurance Company 


OF IOWA 





JULY 1, 1920 
$237,665,071.48 of Insurance in force 


An Increase of over Thirty-one Millions in six Months 





FOR INFORMATION, ADDRESS 


Home Office - - Des Moines, Ia. 








A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up 
to $3,000, to young men and young women as young as age 2— ; 
protective insurance and Educational and Business Start Endow- 
ment Insurance. This extension of the age limit for Ordinary 
Insurance down to age 2 helps our Agents considerably. We 
issue Participating and Non-Participating Policies. As regards 
adults, we write contracts with Double Indemnity provisions cov- 
ering any kind of fatal accident, or with Double Indemnity pro- 
visions covering fatal travel accident only, as may be desired. 
We issue policies with waiver of Premium and Disability Annuity 
or Instalment Payment features. We insure males and females 
at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
: CHICAGO, ILLINOIS 








More Than One Million Policies Now In Force 





Only four other life insurance comparies in America have more 
policy contracts in force than this Company. A study of the 
following growth in ten years is invited: 


Jan.1,1910 Jan.1,1915 Jan. 1, 1920 


Assets $ 4,867,379 $ 8,763,566 $ 18,682,446 
Policies in Force 342,972 551,969 1,058,956 
Insurance in Force 44,780,907 79,619,435 91,495,761 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Western Pennsylvania, Michigan, Illinols and Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 











paid for basis. 





RARE OPPORTUNITY 


GENERAL AGENT 


FOR THE 
STATE OF KANSAS 


A splendid direct Home Office Contract under which a profitable and 
permanent business can be established, is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $68,000,000 OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 


ST. PAUL MINNESOTA 














12 THE NATIONAL UNDERWRITER 


August 26, 1920 














The Prudential Insurance 
Company of America 


‘orrest F. ce, 
- Newark, N. J. 





Incorporated Under the Laws of the State of New Jereey P 











THE RIGHTS OF 
THE INDIVIDUAL 


AND THE SAFEGUARDS 
OF INDIVIDUAL RIGHTS 


IGHTS and duties are personal. Pleasure and pain 
R are personal. The combined rights of individuals 

make up the rights of nations, and the “rights” 

of nations sometimes clash. It was for the pro- 
tection of these individual rights that Americans entered 
the war; it was to defend these rights that we raised 
vast armies, disciplined and equipped them, and sent 
them overseas to fight. It was for individual rights that 
our men fought so heroically. Their victory is a victory 
for individual rights. ; 

Laws and Courts and treaties and bailiffs and armies 
are properly the safeguards of individual and national 
rights. The first law of mankind was club-law,—the 
law of the strongest—the law of the jungle. The ultimate 
law,—the law toward which Democracies are struggling,— 
will be the law which gives every individual his rights, 
harmonizigg them with other men’s rights. 

In a Democracy men are assumed to have been born 
with certain inalienable rights which are protected and 
restrained by laws which men themselves more or less 
directly make and execute. 

Laws are not rights; they should define rights and 
be their safeguard. 

Apply this reasoning to Life Insurance and see how 
reasonable and how imperative it becomes. 

The wife, who is the home-maker, and who, while 
making the home, loses the opportunity to earn an inde- 
pendent income, has the right to some sort of protection 
against the risk of her husband’s death. Children have 
@ right to be well brought up and well educated. These 
tights should be safeguarded as against the death or total 
disability of the husband and father. In most cases there 
is no safeguard except Life Insurance. 

The rights of the individuals—husband, wife and 
children,—are written in the policy, and are further safe- 
guarded by the accumulations of the insuring company 
and by the laws under which it operates. You can’t live 
real democracy without insuring your life. 

The New York Life Insurance Company issues a 
Policy insuring against the risk of death or total dis- 
ability. Behind each Policy is seventy-four years of ex- 
perience, abundant resources, and the supervision of laws 
that define and maintain the rights of individuals. 


NEW YORK LIFE INSURANCE Co. 
346 Broadway, N. Y. 
DARWIN P. KINGSLEY, President 





























KNOTTY PROBLEMS 
IN BIG PRODUCTION 


Some Companies Find It Neces- 
sary to Curtail on New 
Business 


DRAIN ON THE SURPLUS 


Tendency Is to Raise the Standard of 
Agency Clubs—Expense Is 
Getting Higher 


NEW YORK, Aug. 24.—Life insur- 
ance companies are still counting the 
cost so far as the big volume of busi- 
ness is concerned. Reports from all 
large centers indicate that during the 
last four or five months there has been 
a decline in amount of insurance writ- 
ten which is largely accounted for by 
the vacation season. The financial con- 
ditions, however, are entering into the 
calculations of business men because 
they cannot foretell the future. In 
this time of uncertainty, some are in- 
clined to postpone any action as to life 
insurance, 

Some of the companies are finding it 
necessary to bear down on the agents 
so that too much business will not be 
written this year. It is estimated that 
with the old established companies that 
value their insurance on the full legal 
reserve basis it takes about $10 out 
of each $1,000 new insurance from the 
general surplus to put the business on 
the books. This takes care of the 
acquisition cost, overhead, medical ex- 
pense, reserves and first year mortality 
losses. A company, therefore, can cal- 
culate just about how far it wants to 
go in the production of new life insur- 
ance, how its surplus will be affected 
and, if a mutual company, how _ its 
dividend payments will be influenced. 


Some Curtailment Being Done 


Some companies are not allowing 
any new agents to be appointed. Some 
have shut down entirely on all brok- 
erage business. Others are far more 
conservative in their medical selection. 
Some are not taking border line cases, 
although they have been doing so in 
the past. 

Another feature in connection with 
the financial statements of life com- 
panies that is having an effect is the 
market value of securities. Take for 
instance the high grade railroad secur- 
ities. They are all off. The financial 
market is far from being satisfactory. 
This of course has a very material ef- 
fect on life companies’ surplus. For- 
tunately the insurance departments are 
allowing the companies to value their 
securities on the amortization plan. 
If some were compelled to turn their 
securities in at the market value their 
surplus would shrink very materially 
= might in some instances be wiped 
out. 

New Standards Required 


A number of companies are making 
new requirements as to their agency 
clubs especially where trips are taken, 
bonuses paid or further expense in- 
curred. For instance a $100,000 club 
has been the basis for attendance at 
conventions or admission to trips or 
other form of entertainment where a 
company pays the expense. Almost all 
companies are now raising the standard 
of production requirements where the 
company is to stand added expense. 
Some companies are not allowing trips 
unless an agent produces $200,000. 
Some are making it $150,000. It has 
been found necessary to be more ex- 
acting in regard to expense of this 
character as business is much more 
easily written. With a larger number 





of people to take care of and with the 
extra railroad and hotel expense the 
amount expended is becoming some- 
thing to think about. 

With the increased number of agents 
and the greater power of production 
the number of men who qualify for 
membership in the club has grown ma- 
terially, until many companies find 
that they cannot accommodate all in 
the $100,000 club for example in a 
single convention. The hotels are 
crowded, the railroads do not care for 
the traffic and altogether the handling 
of these clubs has become pretty much 
of a problem. Some companies al- 
ready have found it necessary to divide 
their clubs and hold sectional meetings. 
The New York Life announced that it 
would follow such a policy early in 
the season and other companies have 
made similar announcements. 


Forced Companies Ahead 


The writing of so large amount of 
business during the last two or three 
years has forced many companies 
ahead perhaps ten years. That is, 
under normal conditions before the 
war, it would have taken ten years to 
accomplish what the last two or three 
years have brought about. If the influ- 
enza and the pneumonia epidemic has 
waned, the companies will soon be 
able to realize splendid profits from 
this new business. 

Undoubtedly the big production has 
caused many companies to be more 
strict in their selection of agents. They 
need not take some of the timber that 
they felt necessary in the past. Higher 
standards are required. One of the 
companies at its recent meeting an- 
nounced that it would compel all 
agents, old and new, to take its new 
educational course and if they refuse 
to do it, their contracts would be 
jeopardized. The companies find they 
can secure all the business they desire 
without artificial stimulation. They do 
not need to pay the big bonuses or give 
prizes that they have in the past. 


Guardian Life Figures 


T. Louis Hansen, vice-president and 
agency manager of the Guardian Life 
of New York, in his address before 
the annual convention of the company’s 
field men last week predicted that be- 
fore the end of another club year the 
company’s volume of insurance in force 
will reach the quarter billion mark, of 
which $210,000,000 will be in the United 
States. The new paid-for production 
for the club year of 1919-20 was 
$44,200,000 as compared with $50,000,000 
for 1918-1919, and $21,500,000 for 1916- 
1917. Mr. Hansen said that the cal- 
endar year 1920 promises to show a 
paid-for production well in excess of 
$50,000,000, which is more than the 
company had in force in the United 
States in 1902, and an increase in in- 
surance in force in the United States 
of approximately $40,000,000, which 
gain will equal the amount of business 
in force on the company’s books in the 
United States on Dec. 31, 1892. He 
expressed the belief that for the club 
year ending July 31, 1921, the paid-for 
production will reach $60,000,000 and 
for the calendar year 1921, $65,000,000. 


Metropolitan Announces Changes 


NEW YORK, Aug. 25.—Following 
the retirement of George B. Scott as 
manager of the Pacific Coast head of- 
fice and his return to New York as 
third vice-president of the Metropoli- 
tan Life, President Fisk announces the 
following changes among field super- 
visors: Ernest H. Wilkes becomes as- 
sistant secretary and manager, Pacific 
Coast head office; James A. Smithies 
succeeds Mr. Wilkes as superintendent 
of agencies of the great western ter- 
ritory; James P. Bradley replaces Mr. 
Smithies as superintendent of agencies 
in the middle Atlantic territory and is 
in turn succeeded as superintendent of 
agencies of the southwestern field by 
Cornelius Van Den Bout, formerly su- 
perintendent of the Syracuse district. 
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WANTED! 


DISTRICT AND SPECIAL 
AGENTS 


both in NORTH DAKOTA and 
SOUTH DAKOTA, by one of 
the most active and progressive 
Old Line companies in the 
Northwestern field. Writing 
business in its home state at the 


rate of $500,000 per month. 


Men of integrity and ability, 
who wish to stay and build for 
the future, will be given liberal 
contracts directly with the 
Home Office. 


We invite correspondence. 


PROVIDENT INSURANCE 
COMPANY 
BISMARCK, NO. DAKOTA 








“SOMETHING 
NEW FOR 
AGENTS” 
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National 
American 
Life 
Insurance 
Company 
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Burlington, Iowa 














YOUR NAME 
HERE 


Advertising Pencils Build 
Good Will and Bring Results 


Turn your prospects into 
customers and your cus- 
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tomers into friends by 
presenting them with 
high-grade Advertising 






Lead Pencils, printed 
with your advertisement. 
No other advertising spe- 
cialty costing so little 
money is so useful to 
everybody—so sure to be 
kept and used—so certain to 
make a favorable and last- 
ing impression on the minds 
of those who get them. 


Samples and quotations on request 


An “Ad” in the hand is worth 1000 
in the waste basket 


NORTH AMERICAN 
PENCIL WORKS 
501-509 Plymouth Ct. CHICAGO 
















EXPECT 300 MILLION 
NEW TEXAS BUSINESS 


Companies in Lone Star State Look 
for New Record to Be Set 
This Year. 


SEE NO BUSINESS SLUMP 





Personal Producers and Company Offi- 
cials Expect Big Writings to 
Continue Through Year 


DALLAS, TEX., Aug. 24.—While 
the first four months of the year are 
conceded to be the banner months for 
the production of insurance business in 
Texas, summer months this year have 
been quite a little above the normal 
in business produced. 
ments of heads of the big insurance 
companies and leading writers of Dal- 
las and all Texas. For the first four 
months of the year more business was 
written by Texas companies than for 
any similar period of their existence. 
In May and June the business was not 


| nearly so heavy but it was above the 


same months of previous year. 
Expect $300,000,000 in Texas 


Nor are insurance companies and 
writers expecting the business to drop 
off, at least not to any considerable 
extent. 
pating phenomenal business for the 
remaining four months of the year but 
they do expect to do as much business 
in the last half of the year as they 
did during the first four months when 
the total amount of business—new busi- 
ness—written in Texas was more than 
$125,000,000. These statements are 
taken to mean that insurance men con- 
fidently expect to reach the $300,- 
000,000 mark in Texas before the year 
is gone. 

Discussing the amounts of the vari- 
ous policies written, insurance men say 
the smaller amounts prevail. The 
favored policy in Texas right now is 
one around $5,000. Of course there 
are any number of $1,000 and $2,000 
policies but the slogan of the under- 
writers, “carry enough to fully pro- 
tect,” is bearing fruit and more and 
more $5,000 and $10,000 policies are be- 
ing written. 


Farmers Buying As Never Before 


Insurance companies have succeeded 
in interesting all class of risks 
through a campaign based upon a 
purely business proposition—that in- 
surance is the best investment men can 
make. As a result a considerable part 
of the business written this year and 
a considerable part of the assured 
prospects in sight are from the rural 
sections of the country. Farmers are 
buying insurance as never before. Even 
hired men are carrying insurance in 
amounts of from $1,000 to $3,000. 

No exact figures are available as to a 
division of the amounts written be- 
tween the rural district and the city 
dwellers, but indications are the rural 
people have bought more than the city 
folks. It was said it is rather seldom 
that the business man in the small 
towns and the farmers adjacent thereto 
can not be interested in a good insur- 
ance policy. Of course, insurance men 
apply the term rural communities to 
all towns which have no insurance 
branches or general working agents 
transacting business almost independ- 
ently of the parent office—and there is 
a number of such towns in Texas which 
have populations of several thousands. 

Insurance writers declare they can 
easily convince the farmer of the value 





of insurance as an investment and as a 


These are state- | 


The companies are not antici- | 














BANKERS LIFE INSURANCE COMPANY 


OF NEBRASKA 


HOME OFFICE - 


LINCOLN, NEBRASKA 


Assets, $17,100,000.00 


Polk, Nebraska, May 1, 1920. 
BANKERS LIFE INSURANCE CO., 
Lincoln, Nebraska. 

Dear Sirs: I am in receipt of your check 
through your representatives, Mr. Charles 
O. Eckles and Earl Willoughby, for $728.12, 
cash settlement on my 20 Pay Life Policy 
Maturing in your Company. 

I find I am returned $171.12, more money 
than I have paid you, and 2 years of pro- 
tection for nothing, at the time I was making 
my struggle to build an estate for my family. 

I think this a very good plan for saving 
and I learned the Bankers Life is a company 
that will loan to the policy-holder and do 
as they agree in every way in their contract. 

This settlement is very satisfactory to me, 
and I advise every man who doe sn’t have 
Insurance to carry in a Company of this 
kind. 

Very respectfully, 
JOHN N. PLESSINGER. 


It’s easy to sell Bankers Life Policies. 


TWENTY PAYMENT LIFE 
POLICY 


Matured in the 


OLD LINE BANKERS LIFE 


INSURANCE COMPANY 
of Lincoln, Nebraska 


Name of insured.............- 
oensaaneel John N. Plessinger 
Residence....... Polk, Nebraska 
Amount of policy....... $1,000.00 

Total premiums paid Com- 
BEG cccccccececccesccces $SS7.00 


SETTLEMENT 
be cash paid Mr. Plessin- 
$728.12 


And 20 Years "ype for 
Nothing 


They 


mature to the satisfaction of every policy holder. 


Why not try it? Write Home Office, Lincoln,Neb. 

















About a Corporate Emblem 


More than fifty years ago, an a ired genius designed a 


rate seal for THE NORTHWESTER 


MUTUAL LIFE INSUR- 


corpo: 
ANCE COMPANY of Milwaukee, Wisconsin, the central figure of 
which is a BANYAN TREE, bearing the line, “WE SPREAD TO 


PROTECT.” 


The Banyan Tree is a curious Indian growth, the distinguishing 
feature of which is that each of its branches seeks the ground, there 
firmly roots and itself becomes a parent trunk, thus growing in 


strength and in power to serve. 














The Ban- insurer of, 
yan Tree is - STERN MUTUAL LFF his fellow 

articular- =e MILWAUKEE LN SH members. 

y symbolic : The origi- 
»/ THE nal North- 
NORTH- western 
WE ST- tree con- 
ERN, which sisted of 
is purely two hun- 
mutual and dred citi- 
in which zens of 
every pol- Wisconsin. 
icyholder Today it 
is insured consists of 
by, and in six hun- 


turn is an 
sand citizens of f 
home, business an 





dred thou- 


-two states, each one of whom, with his family, 
estate, is protected by all the others. 


A more appropriate emblem hardly can be imagined. The 
Banyan Tree exactly symbolizes the spreading and protecting 
services of mutual life insurance, and particularly that of 


The Northwestern Mutual Life 
Insurance Company 


OF 


Milwaukee, Wisconsin 
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CENTRAL “ooo 
STATES 


LIFE INSURANCE COMPANY 





O you want to get 

started in business for 
yourself in a prosperous 
Indiana city with a home 
state company that writes 
a wide variety of very lib- 
eral, low cost Policies? 














Crawfordsville, Indiana 


THOMAS R NEAL, Super ntendent of Agents 
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ONLY RURAL OLD LINE COMPANY 


Low participating rates; doubl indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE COMPANY OF AMERICA 
FRANCIS F. McGINNIS, President, General Counsel and Founder 


We are writing at the rate of six millions a year and have a particularly attractive proposition for 
men with clean records who can deliver the goods—as General, State or District Agents 


WILLARD E. KING, Vice President and Manager of Agencies FRANKLIN A. BENSON, Secretary and Superintendent of Agents 
Home Office: BAY CITY, MICHIGAN 

















—-———— 


Standard Life Insurance Company 


HOME OFFICE, DECATUR, ILLINOIS 


All we ask is an opportunity to show to Address the Company at once for agency con- 
the up-to-date Agent either part time or ‘ct - Praag Phar io —- allowance 
whole time that we have the best proposi- . stat a 


"~ . Com: operates in Michigan, Iowa, Illinois 
tion and opportunities for his future success. Nebraska, k p an Oklahoma, Missouri and Indiana 


Approximately $35,000,000 insurance in force. 








— 
—— 











THOMAS J. OWENS, President DR. ALBERT SEATON, Vice-President and Medica! Director CLAUDE T. TUCK, Secretary 


CENTURY LIFE INSURANCE CO., inptanarout 


Capital, $200,000 NO ORGANIZATION EXPENSE Surplus, $100,000 
All of the stock is held by a few substantial business men Managed by men experienced and familiar with all de- 
of Indiana who believe in the ability of the management to partments of life insurance work. 
build a real life insurance company. 
We offer agents experienced management, superior policy contracts, 
choice territory, progressive field and home office methods and an 
old-fashioned general agency contract that means money. 
If you want to be affiliated with an institution that has real red blood in its veins---that has all the elements of growth and permanency— 


Tell us where you want to work 











A live wire fellow who is capable of selecting agents for 
the sale of Accident and Health Insurance in monthly pay- 


WANTED Insuram 
ment department can secure a position with the undersigned 


A Company on salary and commission. When writing state 


full details, past history and references. 
MANAGER _ INCOME GUARANTY COMPANY 


SOUTH BEND INDIANA 














THE INSURANCE SALESMAN 35s? Grersctzcpon yma enon 




















result he buys. This year followed one 
of the bumper crops which went for 
bumper prices and the farmers were 
literally rolling in wealth. They are 
expecting another bumper crop which 
means their wave of prosperity will 
extend over another year. The usual 
run of the policy for farmers is from 
$5,000 to $10,000, although some of 
them carry amounts up to $50,000. If 
there is anything in the shape of a 
financial stringency in Texas, insurance 
companies and men would never know 
it by the way all classes buy insurance. 

The companies cater to the farmer 
for another reason. He rarely permits 
a policy to lapse or be discontinued. 
He buys the policy generally in the 
spring or summer, and gives his note 
for the first premium. These notes 
usually bear interest and fall due in 
the fall when the farmer finds paying 
an easy matter. The next fall he is 
ready to pay again. 

More Demand for Endowments 

There appears in Texas to be a 
slightly better demand for 15 and 20- 
year endowments and 20-payment pol- 
icies than for the straight pay life 
policies, though the difference between 
the two are hardly worth noting. The 
slight difference is due to the fact that 
the insured seems to prefer a definite 
understanding as to when his payments 
cease as well as to have the advantage 
of. accumulation of funds. 

Probably one of the biggest policies 
written in Texas this year was issued 
by the Southern Life of Dallas recently. 
It was for $250,000 and was taken by a 
banker, capitalist and oil man. There 
have been several $100,000 policies 
written. These amounts formerly were 
unheard of in Texas but insurance men 
declare now they are rather frequent 
and that undoubtedly more of them 
will be written in the next year than 
ever before. 

How Companies View Situation 


Here is about what the companies 
have to say with reference to the busi- 
ness outlook: 

Southern Life—Banner business so 
far. Outlook is exceedingly bright. 
Business has been good in all lines of 
policies. 

Southwestern—This year has been a 
hummer. Summer months were above 
normal. Expect remainder of year to 
hold up to standard. 

Great Southern—Enjoyed an excel- 
lent business. May and June good 
months. Prospects for remainder of 
year excellent. 

Aetna—Had our share and prospects 
are as bright as at any time in the past. 

American National—Fine business 
with great prospects. 

Bankers Life—Couldn’t ask for any- 
thing better. Farmers and _ business 
men buying—women too. Look for 
continued brisk selling. 

Kansas City Life—Best in years and 
prospects continue as bright as ever. 
Anticipate great business as long as 
this prosperity continues and there is 
nothing to indicate that it will not go 
on like Tennyson’s brook. 

Half dozen other companies were of 
like opinion—big business so far and 
indications for brisk selling during the 
remainder of the year. 


Retires From Foreign Field 


The Equitable Life of New York has 
been following the policy of gradually 
withdrawing from the writing of new 
business in territory outside of the con- 
tinental limits of the United States and 
concentrating its energies on extensive 
development of the agency forces in the 
domestic field. According to this policy, 
the company from time to time has with- 
drawn from all outside fields except 
Canada, Great Britain and Ireland. The 
Equitable has now decided to discontinue 
the writing of new business in these 
countries. So long as there remain any 
outstanding policies in Canada there will 
be maintained in the dominion whatever 
offices, and organization that will be 
necessary to serve the policyholders. 
The Equitable therefore becomes purely 
a United States company and will have 
no agents outside of the limits of its own 
domain. 
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The Provident Life 
and Trust Company 
of Philadelphia 


(Penna. ) 


Provident agents are sell- 
ing not only protection but 
satisfaction. 


The policyholder who 
matures a Provident Long 
Endowment is a center of 
Provident influence in 
his community. 


PROTECTION +- THRIFT SATISFACTION 








“THE COMPANY OF CO-OPERATIO N" 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES .«-T Bids.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 








MR. AGENT! 
Do you care for QUALITY, not 
SIZE? Age, Sound Experience. 
Low Cost, a Splendid Record 
for 70 years? 


Then why not take a General Agency 
in ts HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 








If you have a salaried position 
to fill, an ad of this size and sort 
will bring in review before 
men qualified for the place. e 
inch, one column wide, one time $3.75. 
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GOES WITH EQUITABLE 


STEVENSON’S NEW POSITION 





Head of School of Life Insurance 
Salesmanship Made Third Vice- 
President of Company 





NEW YORK, Aug. 25.—An admir- 
able accession to the executive staff of 
the Equitable Life of New York is Dr. 
John A. Stevenson, recently head of 
the School of Life Insurance Salesman- 
ship of the Carnegie Institute of Tech- 
nology of Pittsburgh, whose election 
to the third vice-presidency has just 
been anounced. Dr. Stevenson will 
assist the agency officers of the society 
in the education, training and prepara- 
tion of field workers, work he is pecu- 
liarly well qualified to do. For some 
years Dr. Stevenson was a successful 
life insurance solicitor, following which 
he assumed charge of the selling force 
of a large Chicago publishing house. 
Sketch of Career 


Later he secured his doctorate and 
was a member of the faculty of the 
University of Illinois. About a year 
ago he launched the new movement of 
a life insurance selling course at Car- 
negie Institute, his students number- 
ing nearly 250. Only those subjects 
required for selling were taught, the 
class instruction being supplemented 
by practical solicitation on the part of 
the students, who in this way learned 
what information could be of particular 
value to them in their everyday work. 
The problems they met were clearly 
explained and means of overcoming 
them supplied. 


NO LIFE SLUMP FOR TEXAS 





General Agents There Say 1920 Busi- 
ness Will Exceed Last Year’s 
Record by $100,000,000 





._ DALLAS, TEX., Aug. 24.—The life 
insurance business in Dallas and all 
over Texas is not going to slump this 
year, so the general agents and field 
men declare. Instead of showing a de- 
crease during the dull months, July 
and August, life writers say they are 
surprised at the amount of business 
they have done and the indications for 
the future. There has been no de- 
crease during these months, but on the 
contrary business compares favorably 
with other months and has surpassed 
some of them. 

This is attributed to the fact that 
Texas has not suffered from any finan- 
cial stringencies and that the farmers 
are blessed with bumper crops. Of 
the 20 general agents in Dallas not one 
is complaining of business. James 
Harris of the Southland “meddled 
along” during July and turned in more 
than $100,000 worth of business. He 
has kept “meddling” in August until 
he has some $75,000 more accounted 
for. Other agents report sales of from 
$50,000 to $75,000 while there is a 
flock of them who “made pin money” 
by turning in $25,000 worth. 

From the general agents it is learned 
there is preference right now for the 
straight life and the endowment pol- 
icies. These are being written in nom- 
inal sums—$1,000 to $3,000. Occa- 
sionally there is a $10,000 policy but 
these are not so general. Group in- 
surance shows a decided growth. 

General agents in Dallas,. who have 
reports from other general agents in 
all sections of the state, declare there 





** Everything for the 
Insurance man” 


THE NATIONAL UNDERWRITER CO, 
1362 INSURANCE. EXCHANGE 


ICAGO 
CINCINNATI NEWYORK INDIANAPOLIS 


will be $100,000,000 more life insurance 
business in Texas this year than ever 
before. 


Miss Gertrude Gunn, until recently con- 
nected with the actuarial department of 
the Iowa Life of Waterloo, Ia., will soon 
take a similar position with the North- 


The Test of Service 


The ultimate success of a life insurance company 
depends upon what those who have bought its 
policies in the past think of the service they have 
received. The Massachusetts Mutual passes this 
test with flying colors. Over $45,000,000, or 35%, 
of the business delivered last year was on the lives 
of men and women already insured in the Company. 


JOSEPH C. BEHAN, Superintendent of Agencies 
Massachusetts Mutual Life Insurance Company 


Springfield, Massachusetts. 
Incorporated 1851 








ONCE MORE IT 


Leads Them Allin Kansas 


Of eighty-seven old line Life Insurance com- 
panies writing ordinary business in Kansas dur- 
ing 1919, official advices from the State Super- 
intendent of Insurance again demonstrate the 
choice of the people of its Home State to be 


The Farmers & Bankers Life 
Insurance Company 
WICHITA KANSAS 








WANTED 


A General Agent for Cincinnati 
By 
THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 
of Columbus, Ohio 
Look up the record of this Company, then write the 


Secretary for particulars. Here’s a life-time opportunity 
for the qualified man willing to work. 








GreatRepublic Life Insurance Company 


LOS ANGELES, CALIFORNIA 
Capital, $500,000 Fully Paid 


GREAT OPPORTUNITY FOR LIVE MEN 


H. S, BRIDGEWATER J. R. RAILEY 
731 Railway Exchange Building 807-8 Southwestern Life Building 
Kansas City, Missouri Dallas, Texas 


Mgr. Missouri and Kansas Mgr. Texas and Oklahoma 
W. H. SAVAGE, Vice-President and Agency Director 




















ern Assurance of Detroit. 








-THE FARSEEING AGENT KNOWS 





The demon- 
that his strated values 
abilities linked offered your 
P prospect 
up with the WILL GAIN HIS 
policies of INSURANCE COMPANY CONFIDENCE 


of BOSTON, MASS. 


MUST WIN ALL THE TIME 
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ILLINOIS 


If you live in Illinois, or want to locate there— 
NOW is your chance. We have some excellent terri- 
tory open in which we want to place some real live men 
—men who will appreciate a Direct Home Office Con- 
tract with big first year Commissions and Renewals 
that are worth while. 

We make it easy for you to sell our Policies by giving you 


the best policies to sell, and then — you hew to sell them. 
We give unlimited service to Agent and Policyholder alike. 


We know you'll like our proposition. Address a letter to 


the Secretary today. 


Marquette Life Insurance Company 


Julius M. Gass, Secretary 
SPRINGFIELD ILLINOIS 


The Marguette‘‘Has Stood the Test’’ 























Improved Disability Provision 


Claim may be made as soon as disability occurs—no probationary 
period. 


Payments begin immediately on approval of claim—no proba- 
tionary period. 


Monthly payments, lifelong, conditioned on permanence of dis- 
ability. 

Immediate waiver of future premiums—no waiting until next 
anniversary. 

Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer to the needs 
of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 














j. O. LUAGMAN, President DR. ANDREW JOHNSON, Secretary 


International Life & Trust 
Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 





SECURITY LIFE RALLY 


AGENCY CONVENTION IS ON 





F. G. May of Pine Bluff, Ark., Named 
as Club President for 
Coming Year 





The ninth annual convention of the 
$100,000 club of the Security Life of 
Chicago opened Wednesday, with W. 
H. Hamm, Dermott, Ark., retiring 
president, presiding. Forty-five mem- 
bers were in attendance and they en- 
tered into the first day’s program with 
eagerness and enthusiasm. The pro- 
gram will extend over today (Thurs- 
day), when the program consists of a 
business and speaking session in the 
morning and an entertainment program 
in the afternon and evening. 


May Is New President 


Mr. Hamm, at the opening session, 
introduced S. W. Goss, vice-president 
of the company, who extended the 
greetings of the company to the club 
members and congratulated them on 
the production record they have made. 
He then announced the officers of the 
club for the ensuing year, naming F. G. 
May, manager of the South Arkansas 
agency at Pine Bluff, Ark., as presi- 
dent and W. H. Hamm, the retiring 
president, vice-president. The officers 
are elected according to the volume of* 
business produced, and both of the men 
named led the company producers with 
large volumes of business to their 
credit. Mr. May wrote $510,000 of 
personal business and Mr. Hamm pro- 
duced $448,000. New members of the 
club, numbering 25, were presented: 
with gold-diamond lockets, the official 
club emblem, 

Mr. May then took charge of the 
meeting and introduced the various 
speakers. J. C. Seitz, secretary and 
actuary of the company, explained how 
agents could remedy many of their 
difficulties in securing policies if they 
would give more attention to the vari- 
ous details which the home office re- 
quires. 

Service to Policyholders 

The subject, “Our Policyholders,” 
was expounded in several branch topics 
under the leadership of A. J. Scull of 
Stuttgart, Ark. W. O. Hays spoke 


Policyholders.” T. S. Williamson of 
Anderson, Ind., explained the advan- 
tages of giving good service to policy- 
holders. H. A. Herron of Shelby- 
ville, Ill., told of “Methods for Getting 
the Co-operation of Policyholders in 
the Writing of New Business.” A gen- 
eral discussion followed these ad- 
dreses. 

Folowing an address by F. W. Bull, 
general counsel of the company, the 
subject, “How to Sell Business In- 
surance,” was dealt with in a similar 
manner. Lewis Hart of Minneapolis, 
Minn., was the leader in this discus- 
sion. F. J. Keating of Streator, IIl., 
explained “How to Find Prospects 
for Business Insurance.” W. J. Holpa 
of Portland, Ore., gave some very 
good sales points in his address on 
“Arguments to Use in Selling Business 
Insurance.” R. R. Kelly of Chicago, 
who was to speak on “Possible Danger 
Points,” was not able to be present at 
the opening session. 

The members and their lady friends 
spent the afternoon at Cubs park see- 
ing the Chicago Cubs play Boston. In 
the evening there was a dinner in the 
roof garden of the La Salle hotel and 
a theater party. 

The program for Thursday is as fol- 
lows: 

Address—O, W. Johnson, president, 

Competition—Leader, R. A. Young. 
How to Avoid Competition, D. S. Levin; 
How to Sell Insurance in Competition, 
L. O. Rust; How to Meet Competition 
with the Old and Big Companies, A. W. 
Lamar. Questions and general discus- 
sion. 

Address—G,. C. Gale, chairman of the 
board. 

Getting Country Business—Leader, A. 
P. Thomas. Selection of Prospects in 
Rural Territory, BE. K. Broaddus; Best 
Methods to Use in Writing Country Busi- 
ness, F. L. Sparks; Is It Advisable to 
Make a Special Effort for Country Busi- 
ness at This Time? L. H. Dental. Ques- 
tions and general discussion. 

Address—S. S. Werth, medical director. 

The Best Selling Points at the Present 
Time—Leader, F. Garland May. For the 
City Prospect, B. J. Langenhof; For the 
Rural Prospect, Elmo Rector; How I 
Closed My Hardest Case of the Year, J. 
Blumenthal. Questions and general dis- 
cussion. 


——_ —_ 


MOST CRITICAL TIME 


Many people think that the most 
critical time in the life of a family is 
the wage-earner’s death. Such is not 
the case. It is when insurance is of- 
fered and he turns it down. His death 
cannot be prevented, but the stopping 
of the family income can.—Agency 
Items. 





on “The Right Mental Attitude Toward 





TIMELY LIFE TOPICS 














At a recent meeting in New York of 
the Actuarial Society of America, 
Dr. Harry Toulmin and Oliver W. Per- 
rin submitted the experience of the 
Penn Mutual in connection with cases 
with a history of asthma, renal colic, 
or pleurisy (other than purulent), on 
issues of 1885-1908 to 1918 anniversaries. 
In case of asthma, the actual mortality 
was 111 percent of the “expected” by 
the Medico-Actuarial Table, the de- 
gree of impairment being more marked 
at the higher ages. The ratio of actual 
to expected mortality in the renal colic 
cases was 115 percent. The over- 
weight members of this group show a 
ratio of 153 percent; as in the Medico- 
Actuarial Experience, age at entry and 
duration do not appear significant. The 
pleurisy cases showed a ratio of 108 
percent as a whole, but 165 percent if 
there has been one attack within five 
years, and only 88 percent with an at- 
tack more than five years ago. The 
short period since attack is distinctly 
serious at younger ages at entry. In 
general, with regard to all three im- 
pairments, the more remote the attack, 
the lower the ratio; any of these im- 
pairments may be accepted at standard 
rates only if rigid selection is main- 
tained, regardless of period or fre- 











quency of attack, and pleurisy cases 





should be declined at younger ages, es- 
pecially if attack is less than five years 


old. 
+ 


IFE insurance companies are com- 

mencing to prepare for the effects 
of the stringent money market and are 
keeping more money in bank than 
usual, on the theory that with the pre- 
vailing high interest rate policyholders 
will soon commence again to borrow 
on their policies. For the past year or 
so an exceptionally fine record has 
been made by most companies in re- 
ducing the amount of their policy loans, 
but some far-seeing managers profess 
to see a different condition in the fu- 
ture. There are also some unmistak- 
able signs of a letting up in business, 
probably due to the psychological 
change coming with the deflation in 
prices all along the line. Company 
managers are anticipating a breathing 
spell, and agents are girding up their 
loins to apply again the old arguments 
that were necessary when it was hard 
to write business. Life insurance men 
will be very much surprised if the fa- 
vorable conditions for writing new bus- 
iness which have prevailed the last 
few months continue through the bal- 
ance of 1920. 
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MODERN BUSINESS GETTING METHODS 











Seeing Right People at the Right Time 
Is the Most Important Factor in Life 
Salesman’s Success, Says Robert D. Lay 


OBERT D. LAY, vice-president 
R and secretary of the National Life, 

U. S. A., addressing the agents 
of the Federal Life at their recent con- 
vention in Chicago, gave some valuable 
suggestions for success in selling life 
insurance. He said: 

There is more waste of time and lost 
motion in life insurance field work than 
in almost any other line of business. 
While every man is a prospect, and will 
buy, sometime, the agent must locate 
the men who ought to buy NOW. 
Surely the agent, dependent as he is 
upon his commissions for a livelihood, 
should strain every effort to conserve 
his time and energy by selecting work- 
ing material, or names, which he feels 
are at least promising for business 
within the near future. Primarily, the 
agent’s work is seeing people for the 
purpose of insuring lives. Seeing peo- 
ple and having from six to ten inter- 
views daily is work—hard work—but 
will not of itself bring success. One 
might conscientiously follow up a list 
of names taken at random from a city 
directory and write but little life insur- 
ance. Still another might make a daily 
straight canvass, calling on forty or 
fifty persons, getting fifteen or twenty 
interviews, without results. 


Method Will Depend 
Entirely on the Man 


It depends entirely upon the man. 
Some are excellent solicitors amongst 
total strangers, can drop in anywhere 
and compel attention, create interest 
and close business. They have ready 
wit, lots of nerve, and are persistence 
personified. If you are of that type, 
follow that method and you will make 
good. 

On the other hand if you are a good 
mixer amongst your friends, or just 
acquaintances, make up your prospect 
list.of those men and cultivate them in 
a business way. Be patient, don’t ex- 
pect too much at the start, and you will 
gradually find your applications coming 
from people you know and _ their 
friends. 


Definition of Prospects; 

How to Secure Them 

In a general way, evéry agent is con- 
stantly seeking prospects. Before at- 
tempting to outline a few ideas on how 
to secure them, let us first define pros- 
pect. A prospect is one who can pay 
for insurance, can pass the physical ex- 
amination, and who needs the protec- 
tion, even though he himself may not 
be fully aware of the fact. Declina- 
tions average about one in ten, so that 
the number who are apt to be un- 
imsurable is very small. Therefore, the 
agent’s principal aim is to find those 
who can pay for and need his goods. 

I shall here attempt only to offer 
Suggestions which, if thought out and 
applied, will open up avenue for the 
location of promising material to 
work on. 

_ Newspaper items of every descrip- 
tion, such as marriage licenses, births, 
new corporations, etc., are valuable 
tips. But the importance of them is 
reduced by the fact that nearly every 
life agent reads the daily papers, and 
a prospect so found may be hard to 
do business with because of having a 
great number of salesmen on the job 
at one time. 

“Inside Tips” Often 

Secured from Friends 

Friends, acquaintances, policyholders 
or otherwise, are the most valuable 








source of worth-while information, be- 
cause it is more or less exclusive, more 
authentic, and of greater consequence. 
For instance if John Jones, an agent, 
learns from a friend that Contractor 
Smith has just been awarded a profit- 
able building contract, before it is an- 
nounced in the papers, he has a pros- 
pect for one thing, and also has the 
“edge” on his competitors because he 
has information before it becomes pub- 
dic. It is the unusual channels for se- 
curing information which yield up the 
real prospects. Drop in often on your 
acquaintances. They think little of it 
when they mention the fact that some 
friend has 

Inherited some money. 

A salary increase. 

Married. 

A new baby. 

Made money in some investment. 

A sister or mother dependent upon 
him. 





owners, householders, or auto owners 
in the wealthy or middle class neigh- 
borhoods, and furnish names of trades 
people and professional men known to 
enjoy substantial incomes. The files of 
trust companies and title companies, 
and the recorder’s office contains “tips” 
for the resourceful solicitor. 


House Organs Give 
Good Life Leads 


Practically all concerns of any prom- 
inence publish house papers. If a 
piano salesman should read in the Fed- 
eral News that Agent Smith paid for 
$100,000 of life insurance in one month 
he would consider that a pretty good 
lead. The house organs of firms in 
other lines of business contain infor- 
mation quite as valuable to the life 
agent. These papers report the records 
of salesmen, births, promotions and 
other development which brings em- 
ployes into the insurance market. 

And the trade papers or journals, 
which report trade conditions, are ex- 
cellent guides. When real estate jour- 
nals tell of brisk business they also 
mention who is getting the sales, and 
who is buying. It all involves money, 
an exceptionally good symptom from 
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LAY’S SUCCESS HINTS TO AGENTS 


There is more waste of time and lost motion in life insurance field 
work than in almost any other line of business. 

Primarily the agent’s work is seeing people for the purpose of 
Therefore, the agent’s principal aim is to find those 
who can pay for and need his goods. ‘ . 

It is the unusual channels for securing information which yield 


House organs or friends in various lines of business contain in- 
formation valuable to the life agent. 
When real estate journals tell of good business, they also tell 
who is getting the sales and who is buying. L 
exceptionally good symptom from an insurance standpoint. 

Time is the all-important element in the agent's 
conservation from every angle must be his constant aim. Only by 
selecting his working material intelligently can he reduce lost motion 


When a man is doing things—spreading out as it were—he is then 
in the market for good business opportunities, of which life insurance 


It behooves the agent to organize his time, select likely prospects 
and so derive the maximum results for his efforts. 3 
kind of people he calls on determines the degree of success which he 


Trade papers also are excellent 
It all involves money, an 


rogram. Its 


The number and 








Lost his wife and left with two or 
three children, 

Sold some real estate at a profit. 

Been paid a big fee, or a large com 
mission. 

Received an important appointment. 

Mortgaged his home, 

Bought an automobile. 

Lost a close friend by death. 

Such leads are worth while. 


Reading Society News 

May Help Make Sale 

Street car conversation, table talk, 
any occasion unconnected with busi- 
ness will often divulge information of 
the utmost value to the discerning 
agent. Membership lists of clubs may 
be consulted to advantage, likewise 
those of lodges, church organizations 
and civic bodies contain the names of 
men who are in position to pay for life 
insurance. It is well to read the so- 
ciety news of your home paper. You 
may find that some policyholder of 
yours has been the guest of a man you 
want to insure, and you may get from 
him a card of introduction just when 
it will do the most good. The year 
books of private schools and the lists 
of public school graduates will suggest 
the names of young persons whose 
parents ought to provide for them with 
monthly income policies. 

Directory companies in almost every 
city prepare selected lists of property 





an insurance standpoint. Such papers 
as the following offer fine leads to the 
discerning agent: The Realty Weekly, 
The Economist, Builder and Contrac- 
tor, Cement Review, Commercial Bul- 
letin, Oil Age, Mining News, Oil and 
Gas, Print Shop Talk, Contractor and 
Manufacturer, Automobile Accessories, 
Shoe Dealers’ Review, National Cash 
Register News. 


Give Indications of 

Added Income 

Every locality has similar publica- 
tions which contain various news items 
of firms and individuals who are en- 
larging their business have had an ex- 
ceptionally busy season, secured _ big 
contracts, increased their capacity, or 
experienced some change which would 
make them good prospects for life in- 
surance. Medical journals tell of re- 
cent appointments of physicians to 
hospital staffs, meaning added income 
and greater need for life insurance. 

It is, of course, impossible to know 
beyond doubt that an _ individual is 
financially able to buy insurance, but 
the foregoing suggestions will at least 
improve the agent’s chances in that 
direction. Many an agent’s prospect 
list carries names which will never 


materialize, because of conditions and 
unforeseen events which transpire to 
prevent the agent getting the business 
later on. 





Time Is Most 
Important Element 


Time is the all important element in 


the agent’s program. Its conservation 
from every angle must be his constant 
aim. Only by selecting his working 
material intelligently can he reduce lost 
motion and waste to the minimum, 

He must think in terms of life in- 
surance. If he notes in passing the 
local department store, that a new glass 
front is being installed, it should sug- 
gest prosperity to his mind, and in turn 
life insurance. The merchant who is 
doing well enough to improve already 
presentable appearances has the means 
to increase his life insurance. 

If the local paper announces that a 
certain family plans an extensive trip, 
that is a sign the head of the household 
is doing well, and ought to buy more 
life insurance. 

If Farmer Roberts is building a new 
silo, he has a little spare money, and 
ought to add to his protection. If he 
is sending his son to the the Univer- 
sity of Wisconsin, or Minnesota or 
California, it’s because he is a good 
father and has means, as well as the 
inclination, to provide well for his own, 
he should be a good prospect for life 
insurance, 


News Items Show 

Logical Time 

Many names familiar to you will ap- 
pear in items that we mention, and 
seem to be nothing new. The big 
point is that when a man is doing these 
things—spreading out, as it were—he is 
then in the market for the good busi- 
ness opportunities, of which life insur- 
ance is the best. The news items may 
not suggest new prospects, but they 
will indicate the logical time to go after 
the business. Most men buy some 
time. The agent’s problem is finding 
out when to be on the spot. The 
agent nearest the man when he is ready 
is going to get the business. Naturally 
a man cannot be everywhere all the 
time. So he must keep his eyes and 
ears open to catch the tips which will 
enable him to be in the right place at 
the right time. 


Success Means 

Grading Prospects 

The prospect is graded from the 
total stranger to the man who is ready 
and willing to buy. The successful 
agent is the man who calls on those 
who, for one reason or another would 
be graded farthest from total strangers 
and nearest to the willingness to close 


up now. His list improves in quality 
by selection. Selection comes through 
information. It is a matter of cultiva- 


tion, observation and ability to judge 
the value of what you hear and see it 
in its relation to what you are trying to 
do—write life insurance. 

With policies that excel in their cov- 
erage and general privileges, a com- 
pany which is progressive, and offer- 
ing every assistance to the man in the 
field, it behooves the agent to organize 
his time, select likely prospects and so 
derive the maximum results for his ef- 
forts. The number and kind of people 
he calls on determines the degree of 
success which he will enjoy. 

In closing allow me to leave with 
you one thought on success. Have 
clearly in mind just what constitutes 
success to you. Whatever your aim is, 
be certain it is something worth while. 
There is nothing so disappointing as 
the realization of aim that we find to 
be only a_ shallow accomplishment. 
Have a goal of which you may be 
proud, then put forth every effort in a 
clean hard battle to make good. That 
is the secret—if there is a secret to 
success. 
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CONSERVING FIRST-YEAR BUSINESS 











T irs question of the conservation of 


first year business was given 

especial attention at the recent 
agency convention of the Illinois Life, 
which has established an unusual record 
in that respect. Eighteen of the com- 
pany’s agents in attendance at the 
$100,000 Club convention showed re- 
newal percentages of 90 or better on 
their first year’s business. The five 
leaders all ranked above 98 percent. 
They renewed $1,017,190 of $1,024,690 
written by them the previous year, with 
only $7,500 lapsed. The renewal per- 
centage on this total was 99.26. The 
18 men who renewed 90 percent and 
above showed an average of 94.75 per- 
cent, 

Discussing the importance of con- 
servation of new business and the best 
methods to accomplish that result, O. J. 
Arnold, secretary of the company, 
said: 

Personal Solicitation Needed 


“Undoubtedly the same reasons that 
now impel the taking of new insurance 
influence policyholders to renew poli- 
cies heretofore issued. However, even 
in these times ‘to sell policies you must 
see people,’ and the time is not yet 
when a considerable percentage of new 


Illinois Life Men Who Have Made Notable Records 
Along That Line Give Suggestions on Preventing Lapses 








ond year’s premium if they are not 
nursed along. We are finding that our 
reinstatement department is doing 
much more effective work now through 
correspondence than it was doing two 
years ago. This is not because of any 
more intelligent handling of the cor- 
respondence—in fact we have been 
handicapped through the help situation 
—but because the insured has a better 
appreciation of the merit of life insur- 
ance and is in easier financial circum- 
stances. The greater results we are 
now getting through correspondence 
only serve to emphasize the _ short- 
sightedness of those agents who fail 
to give personal attention, by way of 
a personal interview, to securing the 
payment of the renewal premium. The 
effective way to write life insurance 
is through solicitation by agents in 
person; not through correspondence 
from the home office or another office. 
The same rule holds good with respect 
to the collection of renewal premiums 
falling due prior to the time when the 
insured has carried the policy so long 
that he feels he cannot afford to let it 
lapse. 
Easy After Third Year 


“Some few policyholders require a 





policyholders will not lapse on the sec- 


little attention and encouragement to 








induce them to pay the third year’s 
premium; with that premium paid they 
continue thereafter, with a trivial rate 
of lapse, as_ satisfied policyholders. 
Aside from that considerable percent- 
age of policyholders (approximately 50 
percent) who, having been properly in- 
sured and having paid the first pre- 
mium, continue as a matter of course 
to pay premiums as they fall due, the 
very great majority are prone to lapse 
on the second premium; but with the 
second year’s premium paid they have, 
with few exceptions, become persistent 
policyholders, paying premiums there- 
after as they fall due without requiring 
any particular attention on the part of 
the home office or the agent. 

“The collection of the second pre- 
mium on each policy you write is of 
prime importance in insuring the con- 
tinuance of the policy as a revenue 
producer. 

“We should save 90 percent of our 
new business. It can be done if you 
men, individually, will each make it his 
business to get in personal touch with 
these policyholders at or about the 


press the payment with the same ef- 
fectiveness you display in writing new 
business. 

Keep Records of Premiums Due 


“To those of you who do not make 
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HAROLD DYRENFORTH 
Illinois Life Conservation Leader 


year. Make up such a list and 


it a practice of keeping before you a keep it before you. Make it a point to 


record of premiums about to fall due | 
on policies previously issued, I suggest | 
that during the coming year you adopt 
the practice of frequent reference to 
such a list, the list to contain only the 
policies on which the second year’s 
premium will fall due during the next 








get in touch with each policyholder 60 
to 90 days before his premium falls due. 
For the want of a better excuse, sug 
gest the advisability of his taking new 
insurance at that date. This will effect 
a desirable or necessary increase in in 
surance without subjecting the insured 





MUTUAL TRUST LIFE INSURANCE COMPANY 


FOUR FACTORS TO SUCCESS 


Interest on Mean Invested Assets . ..... . 
Actual to Expected Mortality 
Ratio of Cost, New Business to First Year Premiums . 
Ratio, Total Insurance Expense (less cost of new business) 15 % 


A Conservatively Progressive Company 


New Business Being Written at the rate of Thirty Millions for 1920 


HOME OFFICE: 30 North La Salle Street, Chicago 


48 % 
62 % 


SY% 








W. W. LANE, Secretary 


LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


(Copyrighted) 
Under Our Service Pension Contract 


THE LA FAYETTE LIFE INSURANCE CO. 


LA FAYETTE, INDIANA 


A. E. WERKHOFF, President 








Total Resources Dec. 3Ist, 1919, 





Insurance Issued during 1919 - over 
Insurance in force Dec. 31, 1919 - over 70,000,000.00 


NEW ORLEANS, U. S. A. 


26,000,000.00 


PAN AMERICAN LIFE INSURANCE COMPANY 
CRAWFORD H. ELLIS, President 


THE PAN-AMERICAN WAY 
N KEEPING with the higher Ideals and Ethics of the business, the Pan-American 
- over $7,500,000.00 [ces not seek to employ agents of other companies, but by interesting men of in- 
telligence, character and clean record, instructing them by correspondence, and 
assisting them by the active co-operation of specially trained men, it has built up a 
field organization that is prosperous and contented. 
What these agents are doing, you can do, if you have the will—the Pan-American 
Way is open to you. 


Address: 


E. G. SIMMONS, Vice-President & General Manager, 
New Orleans, La. 
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to too heavy a premium expense on 
one date, the premium on his two poli- 
cies (the proposed one and the one 
issued nine months previously) falling 
due three months apart. But, at any 
rate, leave him with the feeling that 
you are looking after his insurance in- 
terests and that you are watching the 
payment of the second premium on the 
policy previously sold. You will prob- 
ably find from reference to this list that 
you can profitably work new business 
in the particular locality where these 
policyholders reside at or about the 
time you should be calling on them 
and again when their policies will be 
on grace so that your getting in touch 
with policyholders who may need a 
word of encouragement from you with 
reference to payment of the second 
premium will not in any way interfere 
with your writing new insurance. You 
will be on the ground, if there is any 
indication of nonpayment, to give the 
matter proper attention. 


Eliminate “Poor Pay” Prospects 


“About half our first year lapses con- 
tinue to be on poor financial risks; men 
who are rated ‘poor pay’ and who for 
the most part did not pay the agent in 
full for the first year’s premium. The 
agent can save time and money both 
for himself and the company by elimi- 
nating from his canvass every prospect 
of doubtful financial integrity. 

“There are three cardinal principles 
that determine high renewal records: 

“1. There is no profit, either to the 
agent or tle company, in writing insur- 
ance on men who are ‘poor pay.’ 

“2. When the second year’s premium 
is paid, payment of future premiums is 
Practically assured. 

“3. The only real effective way of 
securing payment of the second year’s 
premium is through the personal con- 
tact between the man in the field and 
the policyholder.” 

Harold Dyrenforth’s System 


Harold Dyrenforth of Chicago, who 
led the company’s agents with 100 per- 
cent renewals on $300,000 of new busi- 
ness, said that he did not consider that 
he was doing his duty either by the 
company or the policyholder if he should 
write business that did not stick. If 
he thought the business was not going 
to last beyond the first year, he would 
refer the prospect to some company 
which wrote one-year term insurance. 
He said that the policies he had written 
during the year averaged about $5,000 
and it was therefore especially neces- 
sary for him to keep in close touch 
with policyholders in regard to re- 
newals as lapses on a very few policies 
of that sort would affect his record very 
seriously. 

Quit Writing at Random 

George H. Osgood of Kansas said 
that he had found the best way to keep 
down the lapse ratio was to quit writ- 
ing business at random. 

“T used to do it that way,” he said, 
“and I had a good many lapses. Ina 
case of that kind I always felt as though 
I had not given a man value received. 
I know the financial condition of nearly 
everybody in my community and I try 
to write a man what he ought to have 
and what he can carry.” 

“I aim to sell the policy that suits 
the case,” said Robert S. Baker of 
Illinois. “I think about the years 
ahead. An agent may make a showing 
by selling a prospect a bigger policy 
than he needs, but the business is not 
so likely to stay on the books.” 

John W. Griggs of Missouri said that 





he followed the plan of getting in 


touch with the policyholders from 60 
to 90 days before the second premium 
comes through. 

“You can make your best impression 
on the Sm olicyholder at that time,” he 
said. “He knows that you are inter- 
ested in something else than the pecu- 
niary gains on the first year’s pre- 
mium. He has the idea that you get 
your profits out of the first year and a 
special effort to see that he keeps the 
policy in force is regarded as indica- 
tion that you are looking after his wel- 
fare. You are in a better position then 
to get more business from him or to get 
suggestions from him in regard to 
other prospects. I have found it of 
great advantage to have a table of 
policies and their premiums receipts, to 
which I can refer at all times.” 


Additional New York Figures 

Additional figures on life insurance 
production in New York for the first 
half of the year have been given out 
by Superintendent Phillips. The total 
of new business on the paid-for basis 
written in 1919 by the thirty-seven ad- 
mitted life companies, excluding re- 
insurance, group, intermediate, indus- 
trial and substandard policies, was 
$3,990,919,412, and the total of such 
business the first six months of 1920 
was $2,737,326,666., 

Eleven companies wrote 60 percent 
or Ynore of their limit for the year 1920 
during the first six months. The total 
amount of business which the eleven 
companies wrote in 1919 was $2,672,- 
819,022. These companies wrote $1,- 
902,369,196 the first six months of 1920. 

The companies writing less than 50 
percent of their limit the first six 
months of 1920 wrote a total of $613,- 
273,712 in 1919. These companies wrote 
$410,900,380 the first six months of 
1920. 

Three companies wrote between 50 
percent and 60 percent of their limit the 
first six months of 1920. They wrote 
$704,826,678 in 1919 and $424,057,090 
the first six months of 1920. These 
three companies are so close to the 
limit at their present writings that they 
will undoubtedly reach it before the 
end of the year. 

Companies writing over five-sixths 
of the business in the state have writ- 
ten. more than one-half of their limit 
for the year, the first six months of 
1920, 


Fraternals in Annual Meeting 

The annual meeting of the National 
Fraternal Congress of America is being 
held in Chicago this week. At the open- 
ing session Hill Montague of Richmond, 
Va., president of the organization in his 
annual address endorsed the proposed 
new uniform bill for the regulation of 
fraternal benefit societies. He took the 
position that such a measure is de- 
manded by the existing conditions and 
should be adopted for safety. Mr. Mon- 
tague held the enactment of such legis- 
lation was necessary for the perpetuity 
of the fraternal beneficiary system. He 
voiced the opposition of the fraternals to 
the program of social insurance and 
especially to compulsory state health in- 
surance. He urged the various fraternals 
to actively oppose such measures, even 
though legislation of this sort may not 
at this time immediately affect the con- 
duct of the fraternal business. Mr, Mon- 
tague recommended continued coopera- 
tion to the Insurance Federation. 





W. Earl Manning, who for 11 years 
was in the office of the Volunteer State 
Life of Chattanooga, Tenn., and lately 
assistant secretary, has joined the New 
England Mutual general agency at Chat- 
tanooga. He has been with the agency 
for two months ane during that time 
produced over $100,000. 





WANTED * 


District Manager for Youngs- 
town, Ohio, and vicinity 














FLOURISHING 
PROGRESSIVE 


THE BANKERS RESERVE 


EXPANDING 
EVERYWHERE 


LIFE COMPANY 


who are building solidly for the future. 





Business in Force, $50,000,000.00 
Assets, Nearly $9,000,000.00 
Monthly Production, about $2,000,000.00 





A few openings available only to Managers and General 


Agents competent to Produce Results. 


Telegraph or write— 


JAMES R. 
RAY C. WAGNER, 


FARNEY, Vice-President 
Seeretary- 


Home Office: Omaha, Nebraska 








We are keeping pace with the wonderful impulse which 
life insurance now feels and we are placing men 





The Bankers Reserve Life Company 


ROBERT L. ROBISON, President 


WALTER G. PRESTON, Vice-President Treasurer 





NEW and up 
NOT SO BIG to lose sight of individual agents, and big enou 
satisfactorily. re) 





nsurance Company 






JAS, H, JAMISON, President 
REAL SERVICE hy Policyholders and Agents, 


to date policy contracts, 
ME GOOD territory in IOWA and 


Uri DAKOTA ope 


OF DES MOINES , 1OWA 


y and Policy- 
n for Agents, 








Any Sure 
“Four 


the leads. 


Square” and willing to work; can ma 
us to continue the breaking of all Life Insurance records. 
gout om ‘May, 1019 for the men who can qualify! ! 

dive months—one year—we wrote Ten 


~ Re. Lite Insurance. We have the plans; we furnish 


QUALITY INSURANCE—CHARACTER SALESMEN 


Wanted—Specialty Salesmen—Wanted 


Enough Salesman, who has the pee Intestinal Equipment, who is 


» 1919 to May, 1920, Tw 
ow? Let us tell you. 


If you can qualify, write or wire. 


TOPEKA, KANSAS 


e not less $20,000.00 per year helping 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 











Outo Narionat Lire Insurance Co. 


CINCINNATI, O. 
OW is the Golden Day of Life Insurance. 


It is 


the best time to get connected with a solid com- 


pany and build a foundation for the future. 

business was never so easy to get. 

and are buying life insurance. 

The Ohio National pays agents well for their work and 

backs them with all its power and facilities. 

Territory open in Ohio, West Virginia and Kentucky, 
Tennessee, Michigan, Nebraska and Kansas. 


A. BETTINGER ae 


Secretary and Agency Manager 


President 


Good 


People believe in 


W. APPLEBY 











THE GEM CITY LIFE INSURANCE CO. 
OF DAYTON, OHIO 


Write the Home Office for further particulars. Here's an opportunity for a 
good man to get in on the ground floor with a progressive 
young Ohio company 














have—Jacob A. Jackson's 


“Easy Lessons in Life Insurance.” 


| National Underwriter, 1362 Insurance Exchange, Chicago 


A text book for beginners, a review book for experienced men, — book that every life insurance man should 
$1.00, including Quiz Book supplement. 


The 
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Organized 1871 


Life Insurance Company of Virginia 
Richmond, Virginia 
Oldest, Largest, Strongest Southern Life Insurance Company 


Issues the Most Liberal Forms of Ordinary Policies from $1,000.00 to $50,000.00 
and Industrial Policies from $12.50 to $1,000.00 


Condition on December 31, 1919 
Ns a cn dk GANS RE DERRY CAEAS CE TESAN IRL EL LERACTEENORA OTS $ 20,700,133.74 
CRE AREER RARE RENE ee Sinem terre as 18,650,203.62 
CI OU MIIIIIND, oo cc cccccccvcccccccsscctcnqececncccesesecege 2,049,930. 12 
iis ce ninenbcitevas atebeberegeatneness dane 176,501 808,00 
Pee Hp PUM RNGS oo oc ccc ciccedecccsccsccessccsesoseceees 1,851,338.97 
Total Payments to Policyholders Since Organization. ............ $23,840,173.80 


John G. Walker, President 

















WVANTED—a life insurance man thor- 
oughly versed in home office work. 
Must be capable of installing an office 
system, engaging and managing employes. 


CHICAGO NATIONAL LIFE INSURANCE COMPANY 
CENTURY BUILDING CHICAGO, ILLINOIS 











THE PERFECT PROTECTION POLICY OF 


! THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are Now mi 

Our Life aiaaeat Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh **"ss73,2s°* Pittsburgh, Pa, « 


Building 








“~. 


State Mutual Life Assurance Company 


OF WORCESTER, MASSACHUSETTS 


Incorporated 1844 
1919—SEVENTY-FIFTH ANNIVERSARY YEAR 


years—far longer than the average life—the STATE MUTUAL has 

wee a unsurpassed protection and service, 

Additions are made to our agency force when the right men are found. 
. H. WRIGHT STEPHEN IRELAND D. W. CARTER 

" Ot, ullent Superintendent of Agencies Secretary 


Terre 
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Are You Permanently Established? 


White for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 











Guscess is 4 OUR We have a contract for you under which your 
One ERVICE income will be limited only -by your activities 
A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, miciichn 


Cash Capital, $200,000.00 V. D. CLIFF, President 
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©) The OHIO STATE LIFE 


IFE. HEALTH, ACCIDENT -“c MONTHLY INCOME INSURANCE. 


Siaaeeee LATEST POLICIES AND AGENCY CONTRACT Bc Ez (ae 
Openings OHIO, IND., KY. MICH. and W.VA. Write Columbus 






Agents in Oklahoma 
No Longer Operating 


On Competitive Basis 


OKLAHOMA CITY, OKLA., Aug. 
24.—Competition in life insurance, 
either between agents or between com- 
panies, is virtually unknown in Okla- 
homa, according to many of the leading 
general agents in Oklahoma City. 

“T should say that there is absolutely 
no competition in 95 percent of the 
business being written,” said E, Guy 
Owens, general agent for the Mutual 
Life and president of the Oklahoma 
Life Underwriters’ Association. “Vir- 
tually all the competition occurs in the 
case of agents who have worked for 
several companies. Since it is the 
practice of the general agents here to 
start off most of their agents in the 
business, there is little competition. The 
life underwriters’ association has been 
a powerful factor in eliminating compe- 
tition in the business.” 

“I haven’t known ofa case in which 
competition figured for several 
months,” J. Henry Johnson, manager 
for the National Life of Vermont, said. 
“Oklahoma life insurance men have 
learned that competition is unnecessary 
in getting business, and the life under- 
writers’ association has worked up a 
high, unwritten code of ethics. Com- 
petition virtually does not exist.” 

“We have worked up through the 
Oklahoma Life Underwriters’ Associa- 
tion such a fine spirit among the men 
that there is no competition,” O. F 
Wilson, general agent for the Aetna, 
said, 

“Acquaintance among the men in any 
business either tends to eliminate com- 
petition or to put competition on a 


higher and fairer basis,” said Fred 
S. Goldsandt, general agent for the 
Equitable Life of New York. “The 


acquaintance which has been built up 
through the life underwriters’ associa- 
tion has almost eliminated competition 
among life insurance men in this state. 
Whenever any unfair method is used 








Yours for the 
asking: 
A booklet on our 





SQUARE 
DEAL 











Agency Contract 


Means much to thinking insurance men 


Nat hvnaly? 
naurance Company, 


Madison, Wisconsin 








HOME LIFE 
INSURANCE CO. 


NEW YORK 
WM. R. MARSMALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,Q00. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 


W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bidg. 
CINCINNATI, OHIO 


HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 











by an agent in getting business, the 
trouble is remedied when the agent or 
the general agent who knows of the 
unfairness brings it to the attention 


of the general agent in authority over 
the man resorting to unfairness. There 
is a regular rule in our agency that 
agents will not compete among them- 
selves.” 


Recruiting Stations 
For Life Producers 


George Hawkins, of Springfield, IIL, 
general agent of the Pacific Mutual 
Life, speaks as follows concerning the 
best occupations from which to recruit 
life agents: 

“T have secured men from different 
occupations who have been very suc- 
cessful. There is no one occupation 
you may select a man from to get the 
one who can write life insurance. I 
have had a few school teachers, book- 
keepers and farmers. One of the best 
I have now has been a farmer most all 
his life. He is a steady and persistent 
producer. I have one man who was a 
fine machinist. He has made a splendid 
agent and will make a large producer. 
However, there is not every machinist 
that would make a life insurance man. 
I hire as many men as I can and test 
them out. The ones who I think will 
develop to make good insurance men 
I give my attention and assistance. 
When I find a man will not make a 
successful writer I do not give him 
very much attention for a general agent 
might waste a lot of time and energy 
on dead material.” 


The Rubber Plant Again 


Mrs. Timmid—John, wake up! There’s 
a man downstairs; I’m sure I heard a 
noise that sounded like a yawn. 

Husband—Oh, go to sleep. What you 
heard was probably the rubber plant 








stretching itself. 


FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 


has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income”’ 


and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 


Ohio, Illineis and Kentucky 








Agency Openings in 
SOUTH DAKOTA 


OUR POLICIES SELL 
WHEN OTHERS WILL NOT 


RATES PER $1,000 


Age 40......$16.00 Age 45...... $17.50 


NATIONAL LIFE 
ASSOCIATION 
Des Moines, Ia. 











A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual Values, 
makes an Insurance Proposition which in the 
sum of all its Benefits, is unsurpassed for net 
low cost and care of int of all b 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 


















